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FORREST F. DRYDEN HOME OFFICE 
PRESIDENT NEWARK, N. J. 
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There Is Nothing Better “America Fore” 
Than An ‘‘We want to be loyal to the local agents 


pia aes po iesaeeal = to our Country and 
UNRESTRICTED 
AMERICAN EAGLE 


| ‘ AL POLICY a 
St ee ae ne ee Fire Insurance Co. 


INTER-STATE BUSINESS MEN’S CASH CAPITAL ONE MILLION DOLLARS 
ACCIDENT ASSOCIATION HENRY EVANS, President 


Write to HOME OFFICE MANAGING BRANCH OFFICES 
MR. ERNEST W. BROWN 80 Maiden Lane SAN FRANCISCO 
Brown Building Des Moines, Iowa o NEW YORK CHICAGO | 
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THE TRAVELERS 
CENTRAL STATES LIFE INSURANCE INDEMNITY’ 


INSURANCE COMPANY COMPANY COMPANY 


ST. LOUIS, MO. HARTFORD, CONNECTICUT 


GROUP INSURANCE 


Forward looking employers carry Group insurance. 


Insurance in Force $ 53,000,000.00 They find it accomplishes all the results claimed for it. 


In 1919 The Travelers wrote more Group Insur- 
ance in the United States than any other company. 








Group, and the multiple forms of insurance provid- 


ed by The Travelers, afford agents and brokers great 
JAMES A. McVOY opportunities. 


Vice-President and General Manager Moral: Represent The Travelers. 














MR. SUCCESSFUL LIFE INSURANCE AGENT. 


mare smn con swntereett = |! ETREMAN’S FUND 


2 
A $5,000 policy in the United Life and Accident Insurance Company 


“FIRST, that in case of death from any cause $5,000, the face of INS URANCE COM P A N Y 


the Policy, will be paid. 
SECOND, that in case of death from any ACCIDENT, $10,000, or 
DOUBLE the face of the Policy, will be paid. 
nee A in —. A me nga ng ae ge aeethont, 
,000, or the face of the Policy, wi © paid. 
FOURTH, that in case of total disability as a result of accidental CAPITAL $ 3,000,000 
inj » the Company will ag! direct to the Insured at the rate of 


$50 PER WEEK during such disability, but not to exceed 52 weeks, SURPLUS 6,000,000 


after which the weekly indemnity will be at the rate of $25 PER WEEK 
throughout the period of disability. Can insurance do MORE? 


—s WHY should any man be satisfied with a policy that would do RESERVES 10 ,000 ,000 
HiHj}tHCGjGuwnome ASSETS 22,250,000 


General Agents wanted in the following States: Pennsylvania, 
——— Kansas, Michigan, Ohio and the District of + fete amg 
esse 


UNITED LIFE AND ACCIDENT INSURANCE CO. FIRE AUTOMOBILE MARINE 


Home Office, United Life Bldg., Concord, New Hampshire 














PAN-AMERICAN 
LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 
CRAWFORD H. ELLIS, President 
Total Resources Dec. 31, 1919, over $7,500,000.00 


Insurance issued during 1919, over $26,000,000.00 
Insurance in force Dec. 31, 1919, over $70,000,000.00 












The Pan-American Way 


In keeping with the higher Ideals and Ethics of the Business, 
the Pan-American does not seek to employ agents of other 
companies, ene 3 oe of ten ee 
and clean record, instructing them by correspondence, and as- 
sisting them in the active co-operation of specially trained men, + 
it han ioullt up a field seination that is prosperous and con- A Progressive SURETY and CASUALTY Company 
tented. 

What these agents are doing, you can do, if you have the 
Will—the Pan-American Way is open to you. 






Address: E. G. Simmons, Vice-President and General 
Manager, New Orleans, La. 
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‘ , TAL, $200,000. 
“The Oldest Company in America” Pimms wale es a 


Issued its first Policy in 1843 ne walber aioe tiie othagitcosgesean 
A good policy for the 

Three ieadership achievements of the nian ian ee 
Mutual Life:—The American Experience 
Table of Mortality, the cornerstone of modern 
life insurance. The ‘‘contribution plan” of 
> surplus distribution, used almost universally 
by American companies. The Continuous 
Instalment policy, the basic torm of all Life 


Income contracts. 





‘‘Mutual Life’—known in every house- 
hold. Unexcelled policies and service, notable 
financial strength, co-operation with agencies. 
Life Insurance at its best!—the Agent’s desire 
and ideal. 





Progressive In Its Ideas 


For terms to producing Agents address 


Conservative In Its Management 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York City |] STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 






































Don’t Delay Decide Today 


PUBLIC LIFE INSURANCE CO. 


GENERAL AGENTS 


WANTED 
$500,000 Authorized Capital 


is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


If you mean 
Business 


If you can do 
Business 


Write to me— 


JACKSON MALONEY 
Manager of Agencies 


Correspondence Treated Confidentially 


Pa Aare ny Ze 


Write today; we may have just what you want 


ZPOaxMAHS pABHOZH 


LOUIS NAROWETZ, President 


PHILADELPHIA LIFE INSURANCE COMPANY 


108 So. La Salle Street CHICAGO, ILLINOIS 111 NORTH BROAD STREET 
PHILADELPHIA, PA. 
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ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; double indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 
President, General Counsel and Founder 


We are writing at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E. KING, Vice-President and Manager of Agencies 
FRANKLIN A. BENSON, Secretary and Superintendent of Agents 


Home Office: BAY CITY, MICHIGAN 

















Once More It 


LEADS THEM ALL IN KANSAS 





Of eighty-seven old line Life Insurance companies writing 
ordinary business in Kansas during 1919 official advices from 
the State Superintendent of Insurance again demonstrate the 
choice of the people of its Home State to be 


THE FARMERS & BANKERS LIFE 
INSURANCE COMPANY 
WICHITA KANSAS 


Manuals of Compensation, Lia- 
bility and Automobile Insurance 


THE SPECTATOR COMPANY isin a position to supply to Companies 
and Agents Manuals as follows: 


Manual of Compensation and Liability Insurance 
—Rules and Rates—THE BASIS MANUAL 


Hitherto in preparing manuals of rates for workmen’s compensation and 
liability insurance, the compilers have confined their labors to individual 
States. Now that nearly half the States of the Union have enacted com- 
pensation lawsit has beenfound feasible to compile a basis manual applica- 
ble to all States. Issued in loose leaf form. 

The rates given therein are the basis rates for all classifications, while 
differential slips containing the multiplier to be used in arriving at the 
manual rate for particular States will be supplied as desired. 

MANUAL OF LIABILITY INSURANCE—RULES AND RATES, 


Being basis rates for liability insurance in States having no compensation 
laws. Loose leaf form. Differential slips supplied as desired. 

New Jersey Manual of Compensation and Liability Insurance (January 
Ist, 1920.) 

Companies and Agents can also be supplied with the Manual dealing with 
Automobile Liability Insurance, in three parts, as follows: 
Automobile Manual—Horse Power Ratings, 1905 to 1920 Models. 

Py 


‘* —Rules for Writing Liability Property Damage 
and Collision Insurance, 


ss ‘© —Differential Rate Sheets. 


Digest of Workmen’s Compensation Laws, Sixth Edition, 
December, 1919. 


These Manuals are official and can be supplied in quantities to suit. For 
prices and further particulars, address 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 




















Merchants Life Insurance’ Co. 


Des Moines, Iowa 





Agency opportunities in nineteen 
states 


WM, A. WATTS, President 




















EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in 
the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 


Thos. F. Daly, President DENVER, COLORADO 











SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds. 
Write for Particulars. 


» GARY NATIONAL ASSOCIATES COMPANY 
Gary Theatre Building, Gary, Indiana. 














Wilbur Wynant, President. 


PORTUGAL SPAIN 


J. Forcada 


Praca do Municipio, 12-13, 


Lisbon (Portugal) 


Underwriter=Settling Agent 
Insurance Broker 


J. FORCADA & C 


Barroeta Aldamar, 2, 
Bilbao (Spain) 


Insurance and Reinsurance 
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Henry M. Schnarr 


Horace R. Wemple 
Secretary=-Treasurer 


President 
FIRE 
RE=-INSURANCE 
NORWEGIAN ATLAS INS. CO., Ltd. 


WEMPLE & COMPANY, Inc. 


15 William Street 


New York New York 








The Republic 
Casualty Company 


232 Fourth Ave. 
PITTSBURGH, PA. 


Writes all lines of Casualty Insurance. 
Fidelity and Surety Bonds 




















Federated Fire Re-insurance Co. 


Authorized Capital $1,000,000.00 
Subscribed $1,000,000.00 


Re-Insurance Business Only. 


Home Office 
314-320 M.B.A. Bldg. Mason City, Iowa 




















Stability with Fraternity 


THE FRATERNAL AID UNION 


A Fraternal Beneficlary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 


Assets of Two Million Dollars Operating in Thirty-eight States 
SOMETHING DIFFERENT 


If interested, address 
V. A. YOUNG, Supreme President, LAWRENCE, KANSAS 











If you can write Ordinary and Industrial 
business in an exceptional field, uncer a pro- 
gressive live-wire manager, who controls five 
offices, all making exceptional records and 
incidentally green=backs, address (in strict 


confidence to you) Box 75, Jronton, Ohio. 








THE RIDGELY 


PROTECTIVE ASSOCIATION 


of Worcester, Massachusetts 


Sickness and Accident Insurance 
FOR ODD FELLOWS ONLY 





Surplus to Protect PolicysHolders - = «= $241,214.11 
Deposited With Massachusetts State Treasurer, $100,000.00 








GEORGE WASHINGTON LIFE INSURANCE CO. 
Charleston, W. Va. 


The popularity of our SPECIAL CONTRACTS such 
as ENDOWMENTS at Ages 60, 65, 70 or 75, and our 
MONTHLY INCOME COUPON BOND POLICIES, mean 
SUCCESS to wide awake Insurance Salesmen. 

We also write TOTAL DISABILITY which provides 
for Waiver of Premium and Monthly Income and a clean 
cut DOUBLE INDEMNITY BENEFIT. 

Just at present we have a few attractive Agency 
openings in the State of OHIO. For particulars address: 


C. B. BEAUMONT, State Manager 
2205 East 83rd St., Cleveland, Ohio 

















THE COLUMBIAN NATIONAL LIFE 
INSURANCE COMPANY 
Boston, Massachusetts 


ARTHUR E. CHILDS, President 





LIFE, ACCIDENT, and HEALTH INSURANCE 
LOW GUARANTEED RATES. 











A. M. BURTON, President 





Home Office “ ‘ A s 





H. B. FOLK, Secretary 


LIFE AND CASUALTY INSURANCE COMPANY 


OF TENNESSEE 


Industrial Weekly Insurance Life — Health . 
Accident. Pays Fifty Weeks Indemnity— 
Ordinary and Industrial Straight Life Insurance 


Nashville, Tennessee 
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“The Leading FIRE INSURANCE Co. of America” 


WM _ B. CLARK, President 
1819 - 1920 


Oyelcme elbbalehasemr-belem@)elomm do-bas 
of Service 


Losses Paid over $183,000,000 











Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

= pc got the merchant, the manufacturer need and are 

ying more insurance. 

ouuult CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
H. CLAY BROWN, Supt. of Agencies, SHREVEPORT, LA. 























WANTED—ARKANSAS 


An attractive General Agency contract 
for the State of Arkansas—just opened 
for business. 


AMERICAN NATIONAL ASSURANCE COMPANY 


Third National Bank Building 
ST. LOUIS, MO. 




















North American Fire Ins. Co. 


of Des Moines, Iowa 


Assets, $796,357.76 
Lines Written: 


Fire, Tornado, Hail 


O. . ODE, President 
P JOHN PETERSON, Secretary 
W. G. HODGE, Asst. Secretary 























ROSSIA INSURANCE COMPANY 


Hartford, Conn. 
Reinsurance j 

















The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy 
contracts from age 3 months next birthday to 60 years. 

INDUSTRIAL POLICIES are in full immediate 
benefit from date of issue and are up-to-date in every 
respect. 


ORDINARY POLICIES contain a_ valuable 
TOTAL AND PERMANENT DISABILITY 
Clause and DOUBLE INDEMNITY features and 
are guaranteed by State endorsement. 








A Home Life policy brings peace of 
mind to the man who loves his family. 











BASIL S. WALSH. President 
JOSEPH L. DURKIN, Secretary 


Independence Square 


Pp. J. CUNNINGHAM. Vice-Pres. 
JOHN J. GALLAGHE Rk, Treas. 


Philadelphia, Pa. 





ae rec a 

















Kristiania Shipping, Insurance and Trading Co. 


A/S 














KRISTIANIA 


(27, Karl Johansgate) 


LONDON, E. C. 2. 


(65, London Wall) 


Manager (Insurance Branch): H. C. O. Sidney 


Insurance and Reinsurance Managers and Brokers 


Facultative Reinsurance and Obligatory Treaties Negotiated 


“CLARO”, 


KRISTIANIA 


TELEGRAMS: wrpguTina AVE.,’? LONDON 
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CAPITAL SUBSCRIBED ASSETS, April 30, 1920 


$1,000,000 $1,289,215 
PAID IN NET SURPLUS 
$852,365 $420,098 





GRAND RAPIDS 2 MICHIGAN 


A WORD TO AGENTS 


YOU WANT MORE BUSINESS— 
SO DO WE! 
OUR INTERESTS ARE MUTUAL 
IT IS OUR BUSINESS TO HELP YOUR BUSINESS 





WE NOT ONLY WRITE 
RESIDENTIAL AND BUSINESS PROPERTIES 
IN CITIES AND TOWNS, 
BUT 
WE HAVE AN ESPECIALLY GOOD PLAN OF FARM INSURANCE 
ASK US ABOUT IT 





TORNADO INSURANCE WRITTEN AT LOW RATES, 
WITH LIBERAL CONCESSIONS FOR USE OF COINSURANCE | 
CLAUSES 





FIRE, AUTOMOBILE, HAIL, CYCLONE AND FARM 
. RISKS COVERED 








PENINSULAR 


FIRE INSURANCE COMPANY 


HOUSEMAN BUILDING OF AMERICA GRAND RAPIDS, MICHIGAN 
J. FLOYD IRISH, COLON C. LILLIE, 
President 











Secretary and Managing Underwriter 
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TODAY IS THE DAY 
of the 
BIG PRODUCER! 


To be associated with a company 
that is prepared to handle volume 
promptly means everything to the 
GOOD PRODUCER in these days of 
large Insurance Policies. 


Male Applicants :—Ages 25 to 55 


can secure a MISSOURI STATE LIFE 
CONTRACT for $300,000 on original 
examination. 


Ages 55 to 60—$200,000 
Ages 60 to 65—$100,000 


Our reinsurance facilities save your 
client the annoyance of numerous 
examinations. 


Our low rate Ordinary Life Non= 
participating Policy with loan value 
at end of first year is in big demand 
for Business and Inheritance Tax 
Insurance. 


We also issue an attractive Trust 
Fund contract for family protection, 
paying 5 per cent interest on the 
principal. (Principal intact for later 
distribution.) 


Our Group Insurance contracts 
carefully consider the individual cir= 
cumstances of each employer, and 
the service rendered by our Group 
Department has enabled us to close 
many large Group contracts recently. 


Our contracts with Agents and 
Brokers are liberal and attractive. 


NEGOTIATIONS INVITED 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. SINGLETON, President 


Home Office, Saint Louis 














THE GUARANTY LIFE INS. CO. 


DAVENPORT, IA. 





New Policy Contracts 
Excellent Territory Open 
Representatives Wanted 


L. J. DOUGHERTY, Sec’y and Moar. 





THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER I, 1892, 


Largest Fraternal Benefit Society for Women in the World 


A **Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 220,000 

The Reserve Fund is more than $12,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to: 


Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigan 





Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan. 








HOME LIFE INSURANCE CO. 
NEW YORK 
WM. A. MARSHALL, President 


The 60th Annual Statement shows admitted Assets of 
$37,780,735 and the Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
during the year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policyholders during 
the year was over $4,388,000. 

For Agency Apply to 
GEORGE W. MURRAY 
Superintendent of Agents 


256 BROADWAY, NEW YORK 














TO LIFE AGENTS 


Hitch your wagon to a starl’’—In other words—join forces with a Company hav- 
ing a record of unprecedented success—The Great-West Life Assurance Company. 
Unusually attractive opportunities occur for competent men at the present time. 
Good territory, with liberal contract, and eminently desirable Policies to sell are avail- 
able with— 
THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office, Winnipeg. 
Branch Offices in the United States. 


90 Griswold Street, Detroit, Mich. Equity Block, Fargo, N. D. 
912 Andrus Bldg., Minneapolis, inn. 





eneral Accident 


FIRE AND LIFE 


ASSURANCE CORPORATION, Lid. 


FREDERICK RICHA.2DSON, United States Manager 


GENERAL BUILDING - 47" & WALNUT STS. 
PHILADELPHIA 
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THE SPECTATOR 


The circulation of the publications of The 
Spectator Company, including THe SPEcTATOR, 
amounted for the year ending January 1, 1920, 
to 1,247,695 copies, averaging about 24,000 
weekly. These standard publications, cover- 
ing life, fire, casualty and miscellaneous insur- 
ance, are recognized as authorities in their par- 
ticular lines, and many have received the en- 
dorsements of the United States Government 
and State Insurance Departments. The statis- 
tical and historical records of the various in- 
surance companies, news and_ educational 
articles, and convincing arguments rendering 
the prospective mind receptive to the solicita- 
tion of insurance men, are thus given wide 
public circulation, constituting the most valu- 
able SERVICE to the insurance companies. 

Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 


Four ollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 
PuBLISHERS 


135 WILLIAM STREET, New York 
Arthur L. J. Smith 
President 
Harry W. Barnard 
Second Vice-President 
Loughton T. Smith 
Secretary 


Charles H. Nicoll 
Vice-President 
Robert W. Blake 
Treasurer 
Sholto D. Kirk Fred B. Humphrey 
Assistant Treasurer Assistant Secretary 
Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 
Insurance Exchange, Chicago. Telephone, Wabash 531 
Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 
Copyright, 1920, by The Spectator Company, New York 
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THE LIFE INSURANCE SALESMAN 

ITH a commendable desire to 
place the business of life insur- 

ance “above the commercial level,” W. 
A. Callaway, editor of The Southland, 
has written an article in which he asserts 
that “life insurance is neither bought nor 
sold,” and endeavors to demonstrate that 
the life insurance agent is not a salesman. 
Hle takes exception to the use of such 
words as “selling” and “salesmanship” 
in connection with the solicitation of ap- 
plications for insurance. As to the 
policyholder, Mr. Callaway contends that 
he has not bought insurance, but has 
been admitted to membership in the com- 
pany. va 
We do not differ with Mr. Callaway 
as to the desirability of elevating the 
business of life insurance solicitation to 
the highest possible level; and there are 
now many agents whose education and 
experience have given them at least a 
semi-professional standing. However, it 
must be admitted that the business de- 
mands of agents the qualities which per- 
tain to salesmanship in other lines of 
business ; and, as salesmen in general are 


THE SPECTATOR 


highly esteemed in the business world, 
there is nothing derogatory in the desig- 
nation of an insurance agent as a “sales- 
man’’—in fact, if hé is a real salesman, 
he may well be proud to bear that title, 
for there are too many “agents” who are 
not sufficiently successful to be entitled 
to be called ‘‘salesmen.”” The life insur- 
ance salesman may not “sell” a com- 
modity, in the ordinary sense of the 
word, but he sells a contract which is 
very infrequently asked for without the 
intervention of real salesmanship as a 
factor. 

Upon this general topic, William Alex- 
ander, secretary of the Equitable Life 
Assurance Society and author of “How 
to Sell Insurance,” 

What then should be the title of the man 
who makes insurance field work his vocation? 
I prefer the old and well established title 
“agent.” I agree with a prominent field man 
who once said to me, “I like to be called an 
agent. It suggests the diplomatic representa- 
tion of the Government. To be-referred to 
as an agent of the great institution with which 
I am connected gives me pride and satisfac- 
tion.” But this title is less popular than it 
used to be, and we have begun to call the 
agent a “salesman.” And while that title is 
not in all respects appropriate, it is very con- 
venient, and has come to stay. 


says: 





EMPESTS are among the hazards 
with marine underwriters 

dre quite familiar, but those of the “tea- 
pot” variety cost more mental than finan- 
cial disturbance. By inadvertently con- 
fusing the insurance laws of the State 
of New York with certain provisions in 
the Jones merchant marine measures, 
London newspapers have precipitated an 
imbroglio in marine underwriting circles 
on both sides of the Atlantic. There is 
nothing in the provisions of the New 
York State laws that by any intelligent 
hypothesis can be construed as proposing 
to “substitute New York for London as 
the center of American marine insur- 
ance,” although such a process would 
not constitute an absurdity. The thing 
that has disturbed the equilibrium of 
the British marine underwriting market 
is the New York State law amending 
Section forty-five of Chapter thirty-three 
of the laws of 1909, which became effec- 
tive May 3, last, requiring foreign insur- 
ance companies admitted to this State to 
report all premiums on American risks, 
pay taxes thereon and maintain reserves, 
irrespective of whether the business is 


9 


which 


Editorial 
placed through the United States 
branches or direct with the home office. 
Naturally such requirements aroused 


some resentment on the part of such 
British companies as have been writing 
American risks at their head offices, but 
the action taken by them does not neces- 
sarily affect the business of their 
branches in this country. While the new 
law affects only such foreign companies 
as are admitted to do business in the Uni- 
ted States, it should be understood that a 
large percentage of British companies are 
privileged to do fire or marine, or both, 
in this country. There is no material ob- 
jection on the part of London under- 
writers to the taxation feature, but appar- 
ently the London companies find the re- 
porting of these risks and the figuring 
of the reserves a very difficult matter, 
owing to the way in which business is 
handled in the London market. The pres- 
ent action is brought about by the neces- 
sity of complying with the New York 
State law and the difficulties which the 
foreign companies encounter under their 
existing methods of doing business in 
meeting the requirements as to reports 
and reserves. 
N insurance possibility which is too 
frequently overlooked by the 
average insurance agent is the rental or 
occupation value of residences and busi- 
ness property which would be lost to the 
occupant or to the owner in the event of 
a fire rendering the premises untenant- 
able. Insurance covering this risk is 
written by fire and casualty companies, 
and ought to appeal to many tenants and 
owners in these times when it is difficult 
to secure building space or living or busi- 
ness quarters, and when rents are almost 
prohibitively high. If an agent should 
ask almost anyone of his clients what he 
would do in the way of housing his 
family in case his residence should be 
burned, there are few who would be 
found ready with an answer. Many 
would have no idea what they ,could or 
would do under such circumstances, and 
such a question would bring up very 
sharply the heavy additional expense 
which would be incurred following a fire, 
and the need for insurance against the 
risk. The rates for such insurances are 
relatively low, and agents ought to be able 
to sell a great deal of insurance of this 
character. 





Fire Insurance 


FIRE INSURANCE 





NEW YORK SURVEYS 

“Supposed” as a Cause of Fire.—We no- 
tice that our always present cause of fire “sup- 
posed” is appearing with steady frequency these 
days. Our friend “supposed” does not always 
suppose the same things. He has a sort of 
personal crotchet for certain kinds of “sup- 
poseds,” and runs up the causes of fires ac- 
cordingly. We are not quite sure that the ad- 
vancement of fire prevention is helped by the 
liberal use of “supposed” in spite of the fact 
that the word has been doing business for some 
decades. 

A Sudden Increase in Rates.—Just for 
illustration, the papers contained the other day 
a statement to the effect that the increase on 
clubs (call them country clubs if you will) was 
slightly over 200 per cent; in other words, a 
risk which had been placed at three per cent 
for five years advanced to something over ten 
per cent in five years. This is one of the big 
troubles of fire insurance, and perhaps the 
remedy for it lies along this line, namely: Do 
not allow a class to become so bad in its loss 
record that it requires even justifiably an in- 
crease so extraordinary in the rate. If this 
class, which did not suddenly begin to go bad, 
but has been doing it for some years, had been 
advanced from year to year, probably the class 
long ago would have been put on the proper 
basis by improvements so that a lower rate of 
insurance could be secured, but the matter, as 
is frequently the case, was permitted to run on 
until only the heroic increase will balance the 
account. That heroic increase makes trouble 
for everybody. 

As to Missing One’s Calling.—I am under 
the impression that a large number of people 
are wasting their talents in the insurance busi- 
ness. The reason therefore is based on the 
various criticisms which we read from time to 
time whenever a group of insurance folk have 
an outing, give a performance of a play, or 
sing a comic opera. Certainly the talent dis- 
played on such occasions, judged by the critic, 
leads me to feel that enormous salaries would 
accrue to the insurance folk if they would once 
adopt the professional stage. Why should they 
waste their talents on mere insurance business? 

Profit Insurance on a No Profit Sale.— 
One of the humorous things that reached the 
Street this week was a request for profit in- 
surance on a large clothing sale which was 
widely advertised as being without profit. 

Bctter Trained Employees.—The move- 
ment in the Middle Western States to induce 
better trained folk to enter the business by 
means of scholarships by higher institutions of 
learning, bids fair to spread to other territories, 
the South, we believe, having taken the matter 
up. Probably the East, also, in due time, will 
do the same. Chicago is very happily situated 
in this respect, because of the Underwriters 
Laboratories, which may be used in connection 
with stated courses at an engineering school. 
There are plenty of good schools in the East, 
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and in one or two at least fire protection engi- 
neering courses might well be established. The 
president of an American company has stated 
that the companies can no longer look to the 
young men entering the business learning it as 
they grow up therein, and in due course ad- 
vancing to executive positions. It is necessary, 
he thinks, to go to the higher institutions and 
secure young men to enter the business and then 
give them the specific training. 


The Insurance Society.—Rather than wait 
until the fall opening, the Insurance Society has 
sent to all members the two pamphlets, one on 
the Standard Policy and the other on Clauses 
and Forms. Active plans are already being 
made for next year’s work and an extensive 
programme may be expected. 


The Conran Case.—Just to preserve the 
chronological order of the rather remarkable 
Conran case, the status of it now is that it will 
be argued before the court on July 9. 


CHICAGO AND THE WEST 

A. R. Monroe Presented With Gold Pen. 
—A. R. Monroe, the newly-elected president of 
the Newark Fire, was a guest of honor at a 
dinner given last week by the Joys and Glooms, 
a social coterie of fire insurance men, of which 
he is a member. He was preseited with a gold 
mounted fountain pen, suitably inscribed. 


Underwriters Salvage Elects Director.— 
A special meeting of the Underwriters Salvage 
Company was held last week, and Mr. W. R. 
Townley was elected secretary and treasurer 
in place of Mr. A. R. Monroe, resigned. Mr. 
P. D. McGregor was elected the director of 
the same company, also to succeed Mr. Monroe. 
Mr. Monroe was presented with a Knights 
Templar watch charm set with diamonds. 


Illinois Field Men’s Annual Meet.—The 
Illinois State Board held its annual meeting at 
Delavan Lake, Wis., last week, and the fol- 
lowing officers were elected: President, A. E. 
Owens; vice-president, Melvin Lepitre; secre- 
tary and treasurer, Miss E. E. Edwards. The 
officers of the Illinois Field Club were also 
elected at the same time as follows: Presi- 
dent, Harold M. Greenburg; vice-president, 
R. C. Schramm; secretary, R. C. Sherman; 
treasurer, H. J. Lambkin. 


G. A. Malson Secures New Position.— 
G. A. Malson has been appointed Cook county 
manager for the Interstate Fire of Detroit. 


W. E. McCullough Promoted.—W. E. 
McCullough, agency superinteident of the 
Western department of the Queen Insurance 
Company, has been appointed assistant man- 
ager, succeeding A. R. Monroe. O. P. Helli- 
well, special agent for the Queen in Wisconsin, 
has been appointed second assistant manager. 
Mr. McCullough was born in Chicago. He 
bega his insurance career in the local office of 
R. S. Critchell in 1898; he then went with the 
Western department of the Niagara. Subse- 
quently he became connected with the O. C. 
Kemp general agency, and still later became 
special agent for that agency in Wisconsin. In 
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1910 he was appointed special agent for the 
Queen in Wisconsin, and shortly thereafter was 
called to the Western department as chief clerk, 
but was soon made agency superintendent. Mr. 
Helliwell was born in England. He started in 
the local office of C. D. Green & Co. He later 
entered the service of the Continental in the 
Western department office, then going with the 
Queen as examiner. When Mr. McCullough 
was called to the Chicago office Mr. Helliwell 
succeeded him as special agent in Wisconsin. 


W. M. Frink Promoted.—William M. 
Frink, Illinois State agent for the Royal, has 
been promoted to be underwriting supervisor of 
the Western department, but will also continue 
his supervision of the Illinois field for the pres- 
ent. Mr. Frink started in the Western depart- 
ment of the Connecticut Fire, and later secured 
training in the Insurance Survey Bureau. He 
was later special agent for several companies 
in different fields, but was brought back to 
Chicago in 1917 as State agent for the Royal. 


BOSTON AND VICINITY 


All New England Contest.—Manchester, 
N. H., won the clean-up campaign trophy in the 
contest for all New England which 
closed last week. It is the third year that the 
New Hampshire city has won the cup, so it will 
keep it permanently. Malden, Mass., the home 
city of Alfred Davenport, chairman of the 
National Agents Association fire prevention 
committee, won second honors, and Westfield, 
3righton and Dorchester received honorable 
mention. The work of Gilman McAllister of 
the New Hampshire Fire is credited with much 
of the effectiveness of the Manchester cam- 
paign. Boston might have had a chance, the 
judges said, if the South End and Back Bay 
sections could have shown the zeal for -cleanli- 
ness evident in the rest of the city. 


annual 


Confirmed Bachelor Changes His Mind.— 
Henry M. Fenton, Boston manager of the 
Liverpool and London and Globe, was married 
last week to Miss Roxana Worcester of Brook- 
line last week. Mr. Fenton has been in the 
confirmed bachelor class for a good many years, 
whilst he has held a leading place among Bos- 
ton company managers and has won a high 
place in the esteem of New England under- 
writers and policyholders. 


Insurance Society Symphony.—Insurance 
Society Night was held at the Pops, Symphony 
Hall, June 23, when 1600 members of the Bos- 
ton insurance community gathered with Presi- 
dent Charles E. Benton and officers of the 
Massachusetts Society as hosts for their annual 
musicale. Elias -P. Sondheim of the Boston 
Insurance Company was chairman of the gen- 
eral committee. 


Agency Change in Boston.—Simpson, 
Campbell & Co. of Boston have been appointed 
New England general agents for the California 
Insurance Company, which was previously rep- 
resented by the head office of the Commercial 
Union Assurance. 
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‘Explosive Dusts” Film Issued 

Why dust is dangerous is shown conclus- 
ively in one-reel motion picture, “Explosive 
Dusts,” recently issued by the United States 
Department of Agriculture, in co-operation 
with the United States Grain Corporation. 
The picture is a popular presentation of a sub- 
ject that was covered more technically and 
at greater length in a previous two-reel sub- 
ject, “Grain-Dust Explosions in Mills and 
Elevators,” which did yeoman service in help- 
ing to stop the disasters that threatened 
America’s bread supply during the war. 

The old two-reel picture is being retained 
for the use of workers in the bureau of 
Chemistry. The new one-reeler is especially 
designed for showing in high schools and else- 
where, as well as before grain and milling 
men, insurance associations, and others. 

Requests for the loan of the film may be 
sent directly to the department. ‘“Arrange- 
ments also have been made enabling outside 
persons and institutions te buy prints of the 
film at the cost of manufacture. 


New Legislation in Texas 

Two laws affecting insurance were passed 
during the recent session of the Texas Legis- 
lature, just ended. One of these raises the 
limit that may be spent by the State Fire In- 
surance Commission each year from $130,000 
to $212,300. This amount is practically all of 
the one and one-fourth per cent gross premium 





tax collected from fire insurance companies 
doing business in the State. Heretofore only 
$130,000 of the tax could be spent by the Com- 
mission, the balance remaining over from year 
to year being credited to the different com- 
panies on the succeeding year’s taxes. The 
Commission made an attempt to have the limit 
removed entirely, but some of the companies 
objected, claiming that there would be little 
for the expenditures much 
above the present limit set by the new law, 
even should the business increase very ma- 
terially in Texas. 

The second law granted increases of ten 
per cent in the salaries of all employees of the 
Commission, and made appropriation for ad- 
ditional employees. 


need increasing 


Twenty Fire Companies New to Ohio in 
1920 


The Merrimack Mutual Fire 
Company, Andover, Mass.; the Nationa] Au- 
tomobile Insurance Association (a reciprocal), 
Indianapolis, Ind.; the Omaha Liberty Fire 
Insurance Company, Omaha, Neb.; the Great 
Lakes Fire Insurance Company, Chicago, IIl.; 
the Metropolitan-Hibernian Fire Insurance 
Company, Chicago, Ill, and the Vulcan Fire 
Insurance Company, Oakland, Cal., have been 
licensed in Ohio. This makes a total of 
twenty fire insurance companies admitted to 
Ohio since January I last. 


Insurance 


Fire Insurance 


W. H. Stevens New Chairman 


At the monthly meeting of the executive 
committee of the National Board of Fire Un- 
derwriters, held last Thursday, the new com- 
mittee elected W. H. Stevens of the Agricul- 
tural of Watertown to be its chairman. Mr. 
Stevens is the first man in some years to be 
thus honored whose company has its office 
elsewhere than in Hartford, New York or 
Philadelphia. The great reputation he has 
made for his company for conservative and 
equitable handling of business is an indication 
of the way the affairs of the National Board 
will be transacted. 

The committee also elected George W. 
Burchell to be an honorary member. Mr. 
Burchell recently retired as president of the 
Queen and also as an active member of the 
National Board. Having been president of the 
board for two years from, 1906-1908 and since 
then ex-officio member of the executive com- 
mittee, the latter it fitting to elect 
him to honorary membership. A _ resolution 
was also adopted citing his constructive and 
upbuilding work during his active membership. 

F. C. Buswell, who recently retired ‘from 
the presidency of the board, was nominated as 
a director at large of the Underwriters Labo- 
This is a position only recently 


deemed 


ratories, Inc. 
created. 

Two new members were elected to the 
board, the Richmond Insurance Company of 
New York, and the Globe National Fire In- 
surance Company of Sioux City, Ia. 


New Hampshire Celebration 
The New Hampshire Fire Insurance Com- 
pany of Manchester celebrated its golden an- 
niversary last month. Beginning with a dinner 
at the Derryfield Club, the staff, field men and 
guests enjoyed a round of luncheons, dinners 
and dances throughout a full week. 


Metropolitan-Hibernia Increasing Capital 

The Metropolitan-Hibernia Fire of Chicago 
is increasing its capital from $200,000 to $250,- 
oco by the sale of $50,000 new stock at 200 per 
cent, thus also adding $50,000 to surplus. 





Firemans Fund Promotions 
Frank O. Harrison has succeeded Fred A. 
Burness as special agent for the Firemans 
Fund Insurance Company in Texas. Mr. 
Harrison has been associated with the Fire- 
mans Fund for several years in the capacity 
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of examiner and chief clerk in the company’s 
Dallas office. P. E. Tucker, former special 
agent for the company in Western Texas, has 
been appointed executive special agent. The 
growth of Texas business has necessitated the 
appointment of an assistant to J. H. Snell, 
State agent, and Mr. Tucker has been selected 
to fill that position. 





Young E. Allison, Jr., Leaves the Henry 
Evans Group; Returns to “The Insur- 
ance Field” 

Young E. Allison, Jr., advertising manager 
of the Continental, Fidelity-Phenix and Amer- 
ican Eagle, has resigned and as soon as he 
conveniently can be released by President 
Evans—probably July 15—will return to the 
service of The Insurance Field, associate 
editor with headquarters in New York city. 
Mr. Allison has had long training in news- 
paper work and is a writer of ability. Before 
his connection with The Insurance Field, 
from which he resigned to engage with Mr. 
Evans’ companies, Mr. Allison was doing daily 

newspaper work in Louisville. 

President Hitchcock, who has been in New 
York for the past week concluding arrange- 
ments for the readjustment of the Eastern 
staff of The Insurance Field, also announces 
that Ashbrook C. Frank, heretofore resident 
secretary, becomes resident vice-president. 

A resident secretary will be announced later 
and in the interim D. M. McFarland of the 
Louisville headquarters, chief of the publica- 
tion department, will be temporarily placed 
in charge of the work. 

Speaking of the recent changes in the per- 
sonnel of The Insurance Field staff, Mr. 
Hitchcock says: 

It has been widely reported and published 
that there is a “war” on between The Insur- 
ance Field and certain of its former employees 
who are engaging in competitive publication 
work. If it takes two to make a “war” cen 
there is no “war” as The Insurance Field i 
pursuing the even tenor of its way and etn 
the best possible service to its readers and its 
advertisers, “warring” on no one. It is, of 
course, true that the sponsors for the new 
venture have made offers to staff representa- 
tives of The Insurance Field. Those who ac- 
cepted served us faithfully and we wish them 
well. If The Insurance Field cannot hold its 
own, no matter what the competition, it does 
not deserve success. 

Miss Abbie B. Gantz, associate editor of the 
Insurance Field, located in Chicago, has ten- 
dered her resignation from August 1. Miss 
Gantz is to be married to Joseph J. Coffey, a 
local agent at Chicago. 


Union Reserve Insurance Company, New 


York 


It is announced by the organizers of the 
Union Reserve Insurance Company of New 
York that the company’s capital of $500,000 
and surplus of $500,000 have been fully sub- 
scribed, and that the board of directors has 
issued a call upon the subscribers for the 
amounts of their respective subscriptions. 
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l'OREIGN COMPANIES’ TRANSACTIONS WITH HOME OFFICES 


3elow will be found the net amounts received from (+) or remitted to (—) their home offices by the 
United States branches of the respective foreign fire and marine companies during the last five years: 








-+200,142 
29,252 
—10,887 
—719,126 
—69,479 


—26,200 
—817,138 
+63,987 
—200,732 
—10,000 


+276,330 
—75,713 
—457,947 
1.998553 
—386,063 
—30,422 
—177,960 
+1,054,589 
+—389,324 
—284'920 
—144,458 
—48°318 
—184 
—512,315 
—4.181 
+500,158 


—1,013 
+454,736 
+954,446 
+542,066 
+300,961 
+297,518 
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NAME OF COMPANY $ 

Aachen and Munich...icc.ecccwesiin eevee 
AGG. Panis: occa. sacsecnsawecersweS) . jiseieees 
PRRIRS: (a 5ihio'sion coe 6 atelee es alg tie te acahk Bastae —136,707 
Balkan National ........+- Rie rehereaisiecty ci Renee 
Baltica, Copenhagen ......-...eeseeees +1,263,727 
BRSEIER: AASRCUICA. :6)5 <aisic:es wsie'sies sweiw es —347,008 
Bulgaria, Rustchuk ...ccccccesseccess  covves 
MCAIOGOMAR 6:56: 5n:500 01060 wee go 0 6610's «10030 —174,804 
Century, Edinburgh .........c.csee00- --117,707 
Christiania-General, Christiania....... +40,955 
Cologne Reinsurance cccvccccccscodee sevens 
Commercial Uni0n $<. 6:06 6:0 0:0:0.0.010 01006 —20,743 
Eagle, Star and British Dominions..... -+-115,040 
Patt ISR: occwicie-cecsaeaeeaasaes: o Buiesc 
Fire Reassurance, Paris. Braves eleraisteversvelere — 2,363 
Frankona Reinsurance, Frank fort Klawtes Cisne 
RPE MPMAN nip aa eic wile eis cine wisvereiote nice olen ave —3,860 
Eiampury AGSUTANCE: 6ccscccsececacas  seelec 
SAQMBUTR-DTRIDEN Siscicsesciessieseciees —_ <elaisiareve 
International Ki, VitBNAs.cccecececcice 20,0100 
DAUGE os einer aise -sioisean Lee «§ — _suleleewrekere 
LAW WIGLON BH MORK <o:0, cis) 6:0:5:6 s¢,00s.5 +46,557 
Liverpool and London and Globe § . —1,375,249 
London Assurance § ...... RES 7a —425,679 
London: and Lancashire... sce0<0cs.ccs —563,945 
London and Scot. Assurance Corp..... +2238,368 
Milan International, Milan........... +1,026,620 
DOSOMEUA ewe oa accnici os ese mnewslserswe | Wwieteteec 
POONEO GENER ono c siecae esi emrcisinnicn — Uerareerete 
PACHICH “TtOMISUCANCE ccccecsicecsieelescs — “aiaisisiars 
PURPMB RO CERNE croeeccoiesisc.ccreenine ees: a” dyisseeee 
National, Copenhagen: o.5.c.cscecceecc ess —278,442 
Netherlands F. and L....cccccceceees ces 
1 ES A ee ee eee +313,418 
PHMOGPOT TAEC, LOKI. 6 6 <:<\v.cie soins st.eace +594,931 
North British and Mercantile......... —456,792 
Nord. Deutsche. Tambures<.<ciccsces |< siecle 
Nordisk Reinsurance, Copenhagen. +764,162 
Norske Lloyd, Christiania............ +11,172 
North (hing, Shanghat occ. 0scs ces +518,809 
Narthern, TOBGOR. 6:05. oisie 00.0605 —150,938 
Northern, PESCO ots coe oie is:s wots aromas —49,193 
Norwegian Assurance Union......... —797 
Norwegian Atlas,, Christiania..:..002. © <ceose 
Norarcht @imiat con cece sce osoees —145,974 
POMS san iplaickiss ales oitcsseeeniabnine aes —89,971 
APRON GAR ANAS © vailess, ow esi prsarerasdeteiererere:8 —125,000 
PrAUTAOTIC, PPTL 6. 5 ace ais 0:0 s/o: eles siete’ —25,050 
PAPE ATID os io ciclscaiceicemneates, _. siteeers 
EMOUX, LONGO SE sc siceees ss s6.60%ss —295,637 
Prudentia Re- and Coinsurance, Zurich. -+833,062 
Prussian National cue arenes. Aes 
Reins. Co., Salamandra, Copenhagen... +125,000 
RRMSESIA AR 15k ais wre. ssanes uses si (kc aio ocr acesisieiwinn —763,047 
Royal § sigistbtelace Sie eee learn tae albiaialels eae re —2,104,164 
Royal Exehange§ o4csc.c 600 cedeiesce ss —344,433 
Russian Remstrance «<<... 2.2.26... +12,316 
Seeman fry orcs Gs es eee web ei aisle otoiene +505,246 
Scottish Union and National.......... +107,066 
SCONE FUSKIAN SD 656% s.6.:s ca-aaibieieens/e.eis —183,918 

POMATRIN A pice! dcerae eon aso 5 Go Sioseleararere WS 5 
Skandinavia Insurance, a -- +722,713 
South German Reinsurance, Munich... —...... 
Spanish-American, Havana § ......... +175,000 
AL SAS aR eRe Le et Re a a —23,569 
PONRIR ez 5 canetun Send ua torus ia ree odie arace tea tasers —64,208 
ROBIE, isnt oGs an wie arate eraona belo aNse aoe ones —40,122 
SMES MANDUAl Rok asieGuiesceceawacwain _ ~Starres 
I GERS URMINEMCAROE \ sais ciccwioeacestcevccd: ~ .Asaee ernie 
Tokio Marine and Fire, Tokio......... +242,531 
Union and Phenix Espanol........... —110,284 
REG PHONONS consi gsc 5 creas aivissiois oe —46,111 
rON PANES 5 wos eseiass exces eccieecos —42,046 
Union Ins. Society of Canton......... +1,136,204 
United British, London. 2. 60:6 6.000010: +115,112 
Lor CECE LL ET STIRS See an Rt py Re +252,337 
WAIN WNOTEAW? lotic eG caces emcees 
PVR CER a ool ig cose scinre a vorceecne ences —56,796 
AS SPEUAIEES NONE oo AG oo sia ose bcareecatere —58,072 
TRIAD opto eie Die nenen dee bras wig erste —235,681 

Marine Companies 

PUAN, TORGON 6665 5-6 6-008 Oi asiweheds —55,986 
PRIBODE ORELUR@ 95-0457 aoe ceeecne® | eimeieets 
British and_Foreign, Liverpool........ —249,661 
Fonciere, TT RARER LOLS 9 GS ORE Eat cee —2,557 
Imperial M... F. and T., Tokio........ +307,433 
Indemnity Mutual, London........... —26,396 
Mannheim, Mannheim* .............. ss aaeee 
Marine, London SS A ieee eee oe —271,741 
Maritime, I BRR RAND acoso anata Gharexeinie —73,848 
Gran MipttaOn o.<.cis- cv os wis Gaaingne se Ors —135,965 
Oueensland,: Sydney <....\5.ces 6.06 soni —14'68 
Relance, TAverpool .c. «icc 60.05 s5'0001e0 —141, 410 
Scandinavian-American, Christiania.... —285.039 
Sea, EAVCERUO! n65.0 08 dasiebws vciewescde —14,413 
standard, EAverpool |... <6... s:%.00 000 0 —1,315,503 
Switzerland General, Zurich.......... —3828.928 
Thames and Mersey, Liverpool........ -147,730 
RIRIOO. ME AWEENOON — 25-5 xserce a5 oro nee cules +-17,296 
Yangtsze, Shanghat . ....o.c.2008s0320- — 60,136 
Totals, marine companies......... 1 761,651 651 
Grand totals, fire and marine cos... —1,997,332 





* Ceased new business in U. S. Dec., 1917. 
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- +5,665 +6,182 
—29,374 —16,251 —20,000 
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—197,356 —76,425 —244,829 
eaters +836 —24,514 
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= —360,375 DO — evevece 
—288 ON 8 eteaieiare 
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—9,480  ...00e —72,268 
—350,052 —448,015 —487,972 
? —58,438 +37,866 
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—O00 £ 4 sees gj . xeeees 
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—12,135 —17,222 —59,660 
—4,738 —406,414 —26,530 
ae —56,313 
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—6,890 
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ASBOUOUO 8 eahee 0 ti«siw bg www 
+410, ee’ << wgeamae | smarrea 
+ 463,295 +17,903 —18,144 
5,250 +9,775 +20,675 
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—120,853 —29,844 —19,921 
—1,396 —548 +83 
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—4,645 —995 +5,767 
+54,840 —44,046 —46,694 
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+-499,700 4+-8334,826 = ....-- 
+123,849 —?251,514 —88,202 
—143,014 —208,344 —120,913 
aA —24,272 +214,945 
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—1,101,824 —3,063,863 ~3,910,7038 
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Scottish Union Promotions 

Several important changes have occurred in 
the United States headquarters of the Scottish 
Union and National at Hartford during the 
last few days. Sydney W. Cornwell, general 
agent at the home office, has resigned and 
three promotions have been made in the staff. 
James H. McCormick and Louis Harding have 
appointed assistant secretaries while 
Angus Caruth has been made superintendent 
of agencies. 

Two of the three Scottish men who have 
heen promoted have seen long service with the 
company and the other was formerly with the 
Home Insurance Company of New York. Mr. 
McCormick, who has been agency superin- 
tendent a number of years, has been connected 


“Plgsicultar cal 
, of Waterton ec 3? 


67th ANNUAL STATEMENT 
JAN. Ist, 1920 


been 





CE ib oe teeewee $500,000.00 
Assets...............6,711,669.90 
Liabilities............3,901,329.92 
Net Surplus to Policy- 

ER gat ee ye 2,810,339.98 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot and 
Explosion Insurance 


New York State 
F. F. Buell, S. A. Troy 
Ec. J. Parmelee, S. A. Syracuse 

New England 
Geo. Shaw, S. A. 116 Milk St., Boston 

Middle Dept. 
E. A. Morrell, S. A. 205 Walnut Place, Phila. 

N. Y. Sub’n and Northern N. J. 

Jas. J. Garland, 514 Eighth Avenue, Brooklyn 
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with the United States branch of the company 
a quarter of a century, entering its employ as 
a clerk. He succeeds Mr. Houge in handling 
the business of the Western department at the 
head office of the company. 

Louis Harding, appointed assistant secretary, 
has been with the company about five years 
and was formerly with the Home Insurance 
Company of New York, being at its home office 
in New York several years. 

Angus Caruth, the new superintendent of 
agencies, has been with the Scottish nearly 
fifteen years. Much of his time has been spent 
at the Hartford office, but he was special agent 
for western New York two years, returning 
to the head office January 1, 1920. 





Peninsular Fire Branching Out 

The Peninsular lire of Grand Rapids, Mich., 
recently entered New Jersey at the time of its 
entrance into New York. During the past week 
It. FE. Seeler, secretary of the Atlantic City Fire 
of Atlantic City, N. J., has concluded rein- 
surance relations with the Peninsular Fire. The 
hig hotels at Atlantic City distribute their in- 
fifty and 
through the Bew Insurance Agency, local rep- 
resentative Atlantic City The 
Peninsular Fire will receive its share of busi- 
The Peninsular has also re- 


surance among some companies, 


of the Fire. 
ness in that city. 
ceived its California license. 
Under-Insurance in New Jersey 

Insurance carried by the Board of Educa- 
tion of Trenton, N. J., on all school buildings 
within the municipality is to be materially 
increased and a recommendation to this effect 
is to be introduced at the next meeting of the 
board. It is considered that the insurance now 
in force on the structures is entirely inade- 
quate, as practically only about one-quarter 
of their value in insurance is placed on them. 


Omaha Liberty Fire in Illinois 

The Omaha Liberty Fire has been licensed 
in Illinois and has appointed Robert J. Er- 
skine as Illinois State manager. Mr. Erskine 
started in the local agency of his father, the 
late D. M. Erskine, at Waukegan about 
twenty-five years ago. Later he traveled in 
various companies and for the 


Illinois for 


past few years specialized in reinsurance. 





Fire Insurance 


City Losses Greatly Increased 

The fire losses in New York city for the 
past five months, as adjusted by the loss com- 
mittee of the New York Board of Fire Un- 
derwriters, have exceeded those of the same 
months last year by nearly 100 per cent. The 
losses for 1920 to the end of May total $6,750,- 
o0co, while for the same period in 1919 they 
were only $3,400,000. The increase in the num- 
ber of losses has only been about twenty-three 
per cent. 

These figures illustrate in some degree the 
iamense increase in values which have taken 
place in the last year and when considered in 
connection with the recent decision of the ap- 
pellate term against the coinsurance clause, 
give the local underwriters some food for 
thought. 


Fire Insurance in Pennsylvania 

A record of “Fire Insurance in Pennsyl- 
vania” for 1920, showing fire premiums, losses 
incurred, losses paid, and rank of each stock 
company in each year since 1895, has been pub- 
lished by the Insurance World. It also gives 
totals, year by year, for forty-four years of 
premiums and losses in Pennsylvania for both 
stock and mutual companies, separately 
grouped. 


National Fire Plans Expansion 

The National Fire of Hartford plans to 
enter some of the European countries. Vice- 
President George H. Tyron has been in Europe 
for some time studying the possibilities of the 
various countries, and it is understood that he 
will visit a large number of them before 
returning to this country. 


Safeguarding the Home Against Fire 

The National Board of Fire Underwriters 
announces that the price of its fire prevention 
school manual entitled “Safeguarding the 
Home Against Fire” will be increased on July 
1 to four cents per copy, because of the great 
increase in the cost of paper and printing. 
The board has printed 460,000 copies of this 
manual, and is now securing a new edition of 
2C0,000, 
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Auto and Marine Insurance 


Bank Agency in Louisville Causes Trouble 

The appointment by the Firemens of New- 
ark, of the Fidelity and Columbia Trust Com- 
pany as one of its agents in Louisville, Ky., has 
been the cause of a good deal of hard feeling 
among the Louisville agents. The firm of 
Booker & Kinnard, also agent of the Firemens, 
in agreeing to the appointment, is claimed to 
have violated the rules of the Louisville board 
and in so doing created an opposition which has 
seriously hurt its business. As a result of this 
the firm has filed an injunction against the 
officers and members of the board to restrain 
them from applying the non-intercourse rule 
which applies between members and non-board 
agencies. E 

The board has suspended the operation of 
the rule until July 6, in order to insure time 
enough for companies and agencies to set their 
affairs in shape. 


National Board on Coinsurance Decision 

The committee on laws of the National 
Board of Fire Underwriters is giving attention 
to the decision of the New York Supreme 
Court, which held the coinsurance clause to 
be inconsistent with the standard policy. W. E. 
Mallalieu, general manager of the board, has 
notified all members that the matter is receiv- 
ing the attention of counsel with a view to de- 
termining future action on the subject. 


Rating Bureau in Virginia 

The South-Eastern Underwriters Association 
is preparing to establish a rating bureau in 
conformity with the laws recently passed by 
the General Assembly of Virginia. The Vir- 
ginia Inspection and Rating Bureau will offer 
its service to non-member companies as well 
as to its own members. 


Southern Home Increases Capital 
Directors of the Southern Home Insurance 
Company of Charleston, S. C., recently voted 
an increase in capital of $100,000. The present 
capital is $200,000, so that if the action is ap- 
proved by stockholders the capital will be $300,- 
000, 


Appointed to North Branch 


A. F. O’Daniel, formerly a special agent of 
the Fidelity-Phoenix in Pennsylvania, has been 
appointed secretary and underwriting man- 
ager of the North Branch Fire of Sunbury, 
Pa. He will assume his new duties on July 1. 


G. W. Blossom Going to Europe 
George W. Blossom of Fred S. James & Co., 
New York, is sailing to-day for a six weeks’ 
trip to Furope, during which he will visit the 
home offices of the companies represented by his 
firm. 


C. E. Falk Leaves Vulcan 
Charles E. Falk, heretofore vice-president 
of the Vulcan of New York, has retired from 
that connection in order to engage in an insur- 
ance brokerage business under his own name. 
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AUTOMOBILE AND 
MARINE INSURANCE 


Marine Office Opened by O’Keeffe and 
Lynch 

The firm of O’Keeffe and Lynch has arranged 
to separate its marine underwriting business 
from its brokerage establishment and to that 
end has incorporated the Shippers Underwrit- 
ing Agency to handle marine and inland busi- 
ness. The new agency will have its office in 
the Beaver street district, taking over the 
offices formerly occupied by the Commercial 
Union Assurance. 

The ocean department of the office will be in 
charge of George A. Brenker, who is a secre- 
tary of the company, and who was for many 
years in the underwriting department of Ap- 
pleton & Cox. The inland business will be in 
the hands of W. A. Thompkins, who comes 
from F. Herrmann & Co. and previously was 
in the office of Carpenter & Baker for ten 
years. Mr. Thompkins is considered to be 
one of the best inland underwriters in the busi- 
ness. J. R. Day, formerly with Chubb & Son, 
will have charge of the loss department. 

The Shippers Underwriting Agency will 
represent the Baltica Insurance Company, 
Limited, of Copenhagen, and the Penninsular 
Fire of Grand Rapids, Mich. Both these com- 
panies are managed by O’Keeffe and Lynch. 








With the Home 46 Years 

F. M. Griswold, general inspector for the 
Home of New York, attended the recent con- 
vention of the American Waterworks Associa- 
tion at Montreal. Mr. Griswold, who is now 
in his 77th year, has completed 46 years of 
service with the Home. His father was the 
author of Griswold’s Fire Underwriters Text 
Book, which many years ago was an authority 
on agency matters, 


New Officers of Illinois Federation 
Harvey G. Badgerow of Chicago has been 
elected president of the Insurance Federation of 
Illinois, the other new officers being R. W. 
Troxell of Springfield, L. M. Drake of Chicago, 


- E. T. Tanner of Decatur and W. A. Bartlett of 


Galesburg, vice-presidents; Charles W. Olson 
of Chicago secretary-treasurer. 


—During the last three years there have been many 
complaints regarding mail service, including both 
first and second class mail. The administration of the 
Post Office Department by Mr. Burleson has fre- 
quently been criticised, but probably many of the de- 
lays and losses have been due to causes beyond his 
control. Whatever may be the causes of the troubles, 
it is difficult to account for such a delay as that 
which occurred recently, when a letter mailed and 
postmarked at the Hudson Terminal station, New 
York, on May 28, was not delivered at an address in 
Madison avenue, New York until June 12—fifteen 
days later, another letter between the same _ points 
having been eight days on the way. An old adage says 
that “patience is a virtue,” but patience has its limits. 


John A. Hougaard was recently appointed gen- 
eral agent in California for the Colonial Assurance of 
New York. He is also general agent of the Rhode 
Island and the Nationale of Paris. 
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Thursday 


REORGANIZATION EFFECTED 


National Automobile Conference Has New 
Constitution 


The National Automobile Conference under- 
went a complete reorganization at a meeting of 
company officials held at the Hotel Astor in 
New York on Tuesday of this week. The 
movement to do this had its inception some 
time ago when president R. M. Bissell of the 
Hartford Fire called a meeting of company 
executives, which resulted in the appointment 
of a committee of nine made up as follows: 

R. M. Bissell, president of the Hartford Fire, 
chairman; W. F. Whittelsey, marine vice-pres- 
ident of the Attna Fire; Douglas F. Cox of 
Appleton & Cox; George C. Bulkley, vice- 
president of the Springfield Fire and Marine; 
Sheldon Catlin, vice-president of the Insurance 
Company of North America; Milton Dargan, 
Southern manager of the Royal; Daniel N. 
Gage, vice-president of the Automobile Insur- 
ance Company; William R. Hedge, president 
of the Boston; P. D. McGregor, . Western 
manager of the Queen, and C. F. Shallcross, 
United States manager of the North British & 
Mercantile. 

The Tuesday meeting was called to hear the 
report of this committee. The complete draft 
of a new constitution was presented. The 
National Automobile Conference has _ been 
made up of the local conferences and when the 
latter began to desire to act independently, the 
National Conference found itself unable to 
handle the situation, According to the new 
constitution the membership, and therefore the 
control, of the National Conference will be 
limited to companies represented by authorized 
delegates. This method of organization was 
given added force by provisions for the ex- 
pulsion of members who do not adhere to the 
constitution and by-laws. 

Nearly eighty per cent of those present 
signed the new constitution, thus insuring suc- 
cess to the efforts of the committee. An or- 
ganization meeting was held and officers as 
follows were elected: 

President, George G. Bulkley, vice-president 
of the Springfield Fire and Marine; vice-presi- 
dent, R. H. Purcell, Western manager of the 
Liverpool and London and Globe; treasurer, 
Frederick W, Day, manager of the Royal. 


Sun Office to Enter Marine Field 
The Sun Insurance Office has decided to 
enter the marine business in the near future. 
This decision was taken at a recent meeting of 
the directors of the company. C. C. Turner, 
formerly a marine underwriter with the Brit- 
ish America and Western, has been engaged 

by the Sun Office as marine underwriter. 


—‘‘Vessels Owned on the Pacific Coast,” now 
known as the “Firemans Fund Register,” issued an- 
nually by the Firemans Fund Insurance Company of 
San Francisco, is now ready for distribution. The 
book contains a complete list of vessels documented 
on the Pacific Coast of the United States and 
Hawaiian Islands and is a general handbook for ship- 
owners and masters, as well as for anyone who is 
interested in ships or marine affairs. 

—The Western Insurince Review Company has 
issued a tabulation showing the premiums of the fire 
companies in Missovri and in the cities of St. Louis, 


Kansas City and St. Joseph in 1919, together with 
losses and loss ratios. 
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July 1, 1920 
LIFE INSURANCE 


FIDELITY MUTUAL LEADERS 


‘Learn More, Earn More,”’ the Slogan at 
Atlantic City Convention 
[Special Dispatch to THE Spectator] 
ATLANTIC City, N. J., June 29.—The conven- 
tion of the Fidelity Leaders Club, composed 
this year of 170 agents and managers of the 
Fidelity Mutual Life of Philadelphia, opened 
at the Hotel Chalfonte in this city to-day. An 
excellent programme of business, based on the 








slogan, “Learn More, Earn More,’ has been 
prepared, and is being executed with prompt- 
ness and precision. 

Frank Sykes, manager of agencies, called the 
meeting to order, with a brief message of wel- 
come and an outline of the purpose of the gath- 
ering. Fred. A. Wallis, manager of the Greater 
New York agency, delivered his address as re- 
tiring president of the club. Speaking of the 
high calling represented by life insurance field 
work, he emphasized the humanitarian or “di- 
vine’ side of life insurance selling, saying that 
it was by the agents’ work that the “love of the 
men who die still lives, and the agent becomes 
the priest of love.” Mr. Wallis added that 
what the insured does for the agent is small 
in comparison with the service rendered for the 
policyholder. 


“LEARN More, Earn More” 


There are several definite services performed 
for society by the insurance agent, said Mr. 
Wallis. These include: (1) Teaching of thrift 
and the creation of savings; (2) keeping 
children in school and mothers in the home; 
(3) lifting mortgages on homes and farms; 
(4) strengthening faith by deeds of mercy; 
(5) collecting premiums to be used for in- 
vestment in public and private utilities; (6) 
aiding the Government, as demonstrated during 
the war, by selling soldiers insurance, Liberty 
bonds and thrift stamps. 

Mr. Wallis urged the members of the Leaders 
Club to “learn more, earn more and do more.” 

Walter Le Mar Talbot, president of the 
Fidelity Mutual, in delivering a brief address 
of welcome and congratulations, pointed to the 
remarkable achievements of the field force, 
which has produced $24,590,000 of new business 
since January I, bringing the total outstanding 
up to $192,000,0c0, an increase of $19,172,000. 
President Talbot regards the agent as an essen- 
tial aid to the public in providing protection 
for society and for the family. No agent can 
afford to impair the capital he has built up by 


ee 
Insurance Sales Letters 


Open the way to real business—create a keen 
realization of the value of adequate insurance and 
Prepare the way for a personal call to close the ap li- 
cation. More than 400 salesmen are using Hull’s 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
pany official writes, ‘‘Am well pleased with the letters. 
Shall be able to make effective use of them.” Re- 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
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World’s Tallest Building 
Goes Under Mortgage 


To Help Pay $8,000,000 Inheritance Taxes 


“Heirs of the late F. W. Woolworth have obtained 
from the Prudential Life Insurance Company of Newark 
a loan of $3,000,000 on the Woolworth Building. The 
mortgage will run for five years and bear interest at the 
rate of six per cent. The money has been borrowed to 
help meet the State and Federal inheritance taxes 
amounting to $8,000,000 which the estate owes.’’-—New 
York Times, June 28, 1920. 


Other parts of this $8,000,000 were raised by the sacrifice of the 
Woolworth mansion on Fifth Avenue and by the sale of other real 
estate at auction. 


Situations like this merely confirm the fact that the only safe way 
to provide for inheritance taxes is to know in advance what the taxes 
wil be, and to carry enough life insurance to pay them without dis- 
sipation of the assets of the estate. 


As is well known in life insurance circles, F. W. Woolworth put off 
getting his life insurance till it was too late. He was not insurable, 
But this, of course, does not affect the argument for inheritance tax 
insurance. 


Every business man whose estate is of any consequence should 
protect his heirs by taking out sufficient life insurance to cover the 
taxes that must eventually be paid. 


The calculation of these taxes is made a simple matter by the use 
of the Prentice-Hall Inheritance Tax Service. Insurance men the 
country over are using it to assist their prospects in determining the 
amount of insurance they need. 


One hundred general agents of the Metropolitan Life Insurance 
Company have within the past two weeks entered their subscriptions 
to the service. Hundreds of other agents and individual salesmen 
are providing themselves with the Service for their daily use. 


Inheritance taxes are rapidly increasing in importance. Nothing 
better than life insurance will ever be found as a means of paying 
them. No better method of calculating them can be had than is now 
available in the Prentice-Hall Inheritance Tax Service—a complete, 
convenient service in loose-leaf binder form, kept up to date by fre- 
quent supplements, covering the inheritance tax laws of every state 
as well as the Federal Estate Tax. And this Service will never: be 
easier to obtain than it is to-day. 


There is therefore no reason 


why you should delay in get- : 
ting the Service. Mail the | Prentice-Hall, Inc. 
coupon with your check and 2 West 13th Street, New York. 
. : For the enclosed $45, please send me your 
get it by return mail. Inheritance Tax Service for the year ending 
April 1, 1921. 
2 West 13th Street AGM i ioseicus bevedieyad il & 
New York gta eee ee So ore eae care ere 
| 
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Life Insurance 


public service, but all should judiciously em- 
ploy it. 

Dr. S. S. Huebner, professor of insurance at 
the Wharton School of Commerce and Finance, 
University of Pennsylvania, Philadelphia, in 
an address entitled “Business Uses of Life In- 
surance,” pointed out that all insurance in- 
volved business use, there being no other pur- 
pose for insurance. Family protection he re- 
gards as the most important business of any 
individual, and the economic agency for pro- 
viding that protection is life insurance. 

Dr. Huebner believes that economics should 
embrace four general classifications, namely, 
production, consumption, distribution and pro- 
tection. Such a classification would enable 
students of economic problems to have access 
to the true conception of insurance as the 
greatest single factor in protection and the 
elimination of waste. 

While regarding the other branches of in- 
surance, especially those relating to property, 
as extremely important, Dr. Huebner said he 
places life insurance above them in importance 
because it relates directly to human life, a 
single life being more important, economically 
speaking, than any or all property. 

Dr. Huebner said that the time is now when 
agents and all others engaged in the field of in- 
surance should emphasize the necessary applica- 
tion of life insurance to our economic life. 
The sentimental phase of protection should be 
subordinated to the duty of each individual to 
his family, and to the community. He believes 
it more important that all heads of families be 
obliged to provide protection for their de- 
pendents by life insurance, in companies of 
their own individual selection, than that com- 
pulsory employers’ liability or workmen’s com- 
pensation insurance be required by law as a 
means of protection against loss due to indi- 
vidual accidents, which are only a small pro- 
portion of the untimely deaths from all causes. 
The vital thing is to protect against loss due 
to death from any cause. “Every marriage 
certificate,” said Dr. Huebner, “should be ac- 
companied by a policy of life insurance in rea- 
sonable amount. Life insurance capitalizes 
human life in the form of a callable bond, 
which is the policy. If Providence issues the 
call, the bond matures; if the policyholder lives 
the reserve itself calls the bond. Each indi- 
vidual should capitalize his life by attaching to 
it some business of economic value.” 


Tue First Lire InsurANCE Pottcy 
The story of the first life insurance contract, 
of which there is any record, was told briefly. 
This policy was dated in the year 1583, and 
was on the life of William Givens. It was un- 


derwritten by sixteen London merchants to — 


cover a loan made to Givens by Richard Mar- 
tin, an alderman of London. The policy 
covered death from any cause and was pay- 
able sixty days after proof of death. The 
wording of the contract indicated that many 
other policies had been issued on lives in Lom- 
bard street. The closing clause of this one 


read as follows: 
“God send the said William Givens to good 
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health and long life.” Givens, however, died 
a few days before the expiration of a year of 
305 days, and the underwriters refused to pay 
on the ground that he had lived out twelve 
months of twenty-eight days each. In a court 
decision on the case, the underwriters’ con- 
tention was set aside and the claim under the 
policy was paid. 


OFFICERS INSTALLED 

The afternoon session was devoted to a con- 
ference of managers in which problems per- 
taining solely to the relations between man- 
agers and Fidelity Mutual agents were dis- 
cussed and considered. Frank H. Sykes pre- 
sided at this session. 

An interesting feature of the morning’s pro- 
ceedings was the installation of the following 
officers of the Leaders Club: Robert J. Seiber- 
lich, Minneapolis, president; Clayton M. Hun- 
sicker, Philadelphia, vice-president; Patrick J. 
Grogan, Johnstown, Pa., second vice-president ; 
Wilson Slick, Johnstown, Pa., secretary; E. S. 
Freeman, Raleigh, N. C., treasurer; directors, 
J. E. Poteet, Greater New York; Sol. Lewis, 
Oklahoma City; J. M. Bloodworth, St. Louis ; 
William C. Walker, Atlantic City; F. P. Dan- 
zilio, Greater New York; T. L. Wardlaw, Co- 
lumbia, S. C.; Alfred C. Walker, Atlantic 
City; F. L. Bettger, Philadelphia; M. L. Bing- 
ham, Cincinnati, and George W. Porter, 
Greater New York. 

Professor John Dennis Mahony of the West 
Philadelphia high school and literary advisor 
for the Fidelity Mutual Life, introduced each 
of the officers, giving burlesque of the pro- 
cedure at a political convention, to the merri- 
ment of all in attendance. In the absence of 
the new president, Robert J. Seiberlich, Clay- 
ton M. Hunsicker, vice-president, took the 
chair. At the convention there was an exhibit 
of insurance educational literature, including a 
splendid selection of publications of The Spec- 
tator Company which attracted much attention 
from agents and was the subject of very 
favorable comment. The session will continue 
throughout this week. 





WOOLWORTH BUILDING MORT- 
GAGED 


Prudential Loans $3,000,000 to Meet Tax 
Payments 


The heirs of the late F. W. Woolworth (as 
briefly announced in THE SpEcTATOR last week) 
have been obliged to mortgage the Woolworth 
building in order to meet the enormous in- 
heritance taxes due from the estate. The 
negotiations brought out the fact that the 
Woolworth Tower, the tallest structure in 
America, has been carried unencumbered. The 
taxes, which become due October 1, amount to 
$8,c00,000, but the Park Place Company, hold- 
ing company for the heirs, only found it. neces- 
sary to borrow $3,000,000. It is understood 
that the Prudential stood ready to loan them 
$5,000,000 should that amount be desired. 

The mortgage will run for five years and 
bears interest at six per cent. 
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Thursday 


OCCIDENTAL LIFE EXAMINED 


Report Just Filed With Treasurer Insurance 
Department 


A steady growth in the business of the Oc- 
cidental Life Insurance Company of Albu- 
querque, N. M., is disclosed in the report of an 
examination just filed with the Texas Depart- 
ment of Insurance and Banking. The ex- 
aminers’ report says: 

“The company has had a steady growth and 
has a good surplus over and above capita] and 
all other liability. The active management is 
in the hands of experienced insurance men and 
its affairs appear to be managed in a capable 
and conservative manner.” 

As a result of heavy death losses during the 
latter part of 1918, due to influenza, the capital 
stock became impaired as of December 31, 
1918, the report explains. On February 4, 1919, 
the report continues, the stockholders decreased 
the capital stock from $140,000 to $70,000 and 
changed the par value of its shares from $100 
to $1 per share. At the same time a resolution 
was adopted providing for the issuance of 30,- 
ooo additional shares of stock to be sold at 
$1.33% per share. The total outstanding stock 
of the company on December 31, 1919, was 
$1c0,000, with 6095 policies in force, aggregat- 
ing $13,244,791, divided as follows: preferred 
dividend business, $431,000; non-participant 
business, $12,813,791. 

The Occidental Life is licensed to transact 
business in New Mexico, Utah, Arizona, Colo- 
rado, Texas, Kansas and Missouri. It has, ac- 
cording to the examiners’ report, approximately 
200 licensed agents and 1300 authorized medical 
examiners. The company’s investments are 
yielding a good rate of interest, but in this con- 
nection the examiners call attention to the fact 
that included in the item of $330,575 bonds is 
$15,000 of the bonds of the Western Mortgage 
of Albuquerque, N. M., yielding 
These bonds are secured by 


Company 
seven per cent. 
an $18,000 first mortgage real estate loan on 
deposit with the company. The president of 
the Western Mortgage Company is George 
Roslington, who is secretary of the Occidental 
Life Insurance Company. Included in the 
mortgage loans are four purchased in June, 
1919, from the Occidental Fire Insurance Com- 
pany of Albuquerque at the time of its liquida- 
tion. The directors of the latter company were 
also directors of the life insurance company. 
For 1919, the total expense chargeable to 
new business was about 111.26 per cent of the 
first year premiums collected. This percentage, 
the examiners’ report points out, compares 
favorably with that of other companies. 


Kansas Life’s Progress 

As early as May 10 of this year the Kansas 
Life of Topeka reported $10,017,455 of insur- 
ance in force, representing a gain since the 
first of the year of $1,753,000. The company 
has been keeping up a rapid pace since that time, 
and aims to cross the $12,000,000 mark before 
the end of the current year. 
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ORIGINALITY COUNTS 
You Will Never Gain Any Success Ex- 
cept Through Your Own Methods 


JOSIAH HAD A SELF-DEVISED PLAN 


An Unknown Company and One Way That in 
One Morning Brought the Name 
Before Everybody 
On the outskirts of Plainfield, N. J., is an 
almighty comfortable suburban ranch. Some- 
times you can see a white-headed, robust, but 
gaunt old greyhound of a man tinkering 
around his garage or pottering in his dahlia 
garden. Folks that know, say that you cannot 
find such dahlias anywhere but in Josiah’s 
garden. Once somebody asked him the secret 

for raising such dahlias. 

“Every darn thing you can tackle is just 
the same,” replied Josiah. “Theré’s nothing 
comes easy, except taxes and the milk bill. 
Mostly in summer I’m up with the sun. 
You’ve got to watch flowers as if they were 
chickens, and if you’ve ever raised chickens 
you know how that is. And weeding and 
spraying and all the rest isn’t all. You've got 
to have your own way with flowers. Under- 
stand, I say your own way. 

“That seems funny, but it’s true as weeds 
in June. It mustn’t be anybody else’s way— 
it must be just your own way and learned 
from your own experience. Just so with 
every darn thing in life, that is if you want 
to make a success of things. Experts will tell 
you that no two thumb-prints are the same of 
all the seven hundred millions of folks on the 
earth. Experts go a heap further and say 
that if you had all the thumb-prints of all the 
galloots that have lived since Rome was the 
New York of the universe, an expert could 
classify all those many millions of thumb- 
prints and dig out the one he wanted. And 
that one would be clearly different from all 
the rest. 

“Now every man’s ways of doing things 
must be just as different_from the ways other 
folks would do the same things as his thumb- 
print is different from other prints. 

“When you get that into your noddle, and 
dig up your own way of running an auto, 
pleasing your wife and the kids, tying your 
own necktie, shaving your own chin, gathering 
in your own dough, raising dahlias, doing any- 
thing, you’ve found the secret of doing that 
thing right and you'll make a success of it.” 


THe NAME STUCK 
Josiah seldom introduces into his talk life 


insurance. Yet his own way of writing in- 
surance brought the comfortable house and 
the pretty garden and a good many other 
things you never see. 

When Josiah was starting in with the good 
old ratebook, he got the New York city agency 
for a New England life and accident company. 
It was a sound, strong company, but few New 
York business men had ever heard even the 
name of the concern. 

Josiah put on a thinking cap, instead of his 
night cap. Advertising was all right, but ad- 
vertising was expensive, very expensive for 
what he must conjure. If you wanted the 
name of the New England company uni- 
versally known, you had to advertise in all 
the papers and keep on advertising. You 
mustn’t let up. There must be some other 
way than advertising to bring the name of the 
company before the eyes of every New York 
city business man and keep the name where 
he would see it for months and perhaps years. 
Besides, everybody advertised, and Josiah 
wanted his own method for bringing the name 
of his company before people. 

In those days, way back forty and more 
years ago, every New York business man got 
his shoes blacked by street shoe blacking boys. 
He would stop on a corner, or send out of 
his office for a boy. There were no shoe 
blacking parlors in corridors and basements, 
and few men ever blacked their own shoes. 

Josiah kept his thinking cap on to good pur- 
pose, and hit it for the home office of his 
company. And for what he had in mind he 
engineered a big special allowance. In Centre 
street he found a manufacturer of street shoe 
blacking boxes. He signed a contract for five 
hundred boxes, and every box was to have 
lettered on it in the brightest vermilion, “The 
Tourist Accident and Life Insurance Com- 
pany.” 

A roundup of street blacking boys followed. 
A sample of the box was shown. It was a 
neat, strong, serviceable box, and it would be 
presented to any boy who wanted one, if he 
would apply to the manufacturer’s office on a 
day which was fixed. But he must agree that 
he would not paint out the vermilion name 
on the box. 

Five hundred boys applied and took posses- 
sion of five hundred boxes, and the next morn- 
ing, on ferry boats, at corners, and everywhere 
in the city, business men placed their feet on 
the new boxes and read the name of the New 
England company. 

Now the point of this story is that it was 
Josiah’s method for getting the name of his 
concern before the public. Nobody had told 
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him of the plan, he had never read of it; it 
was his own, and it proved successful. Doubt- 
less if it had been another person’s method it 
would not have met the exact conditions and 
would not have been the success it was. 

Thef® is always plenty of opportunity in so- 
liciting insurance to use original methods. 
These methods must be original or they will 
fail of their purpose. And hard thinking will 
always dig up your own way of doing any- 
thing—and that way will always be original 
and the most profitable way for you yourself. 

If when you talk to a prospect you have 
nothing new or original to say he will show 
no interest in what you are saying. It is the 
same in all kinds of talking. If you hear a 
sermon or a political speech and the speaker 
has nothing new to tell you, all you want is 
to hit the outgoing trail just as quick as you 
can. 


SHort—But ALMosT PERFECT 


There were many preachers among the 
Beecher family and all the boys were taught 
early in life never to say anything in public 
that was not original and dug out from deep 
within their own consciousness. When Henry 
Ward opened his mouth, a wonderful silence 
fell among his hearers. All the brothers had 
the same power. It is told of Henry K. 
Beecher, who was a popular preacher in Cen- 
tral New York, that farmers would go many 
miles, when they knew he was to speak. 

Once a prominent man died, a great friend 
of Henry K., who preached the funeral ser- 
mon. An immense audience gathered. The 
dead man had been much respected and be- 
loved, and knowing that the preacher had 
been an intimate friend, all wanted to hear 
what he would say. ‘ 

Amid an impressive silence Mr. Beecher 
arose. “My emotions are too great,” he 
slowly said, wiping his eyes. “I can say but a 
few words. Our departed friend had a won- 
derful, a sweet, a beautiful spirit. See! Like 
a rare and beautiful bird, his spirit came be- 
fore our vision.” The preacher gazed into 
the air before him, stretching out his hands. 
“Thence it came, here it passed, and above we 
can hope and believe it has come to rest. Let 
us pray!” 

It is said that a farmer was heard to say 
afterward that he had risen long before dawn 
and had driven twenty miles to hear that ser- 
mon and that he felt more than well paid for 
his journey. 

Tt isn’t: the number of words a man says; it 
is the originality of the words and the original 
manner of saying them that counts, 





Connecticut Mutual Outing 

The fifth annual outing of the home office 
force of the Connecticut Mutual Life was 
held last month at Cosey Beach, East Haven, 
Conn. 

Clifford R. Haskins, who was largely re- 
sponsible for the success of the occasion, was 
assisted by Ralph J. Durand and Arvid R. 
Anderson in providing what was entitled on 
the programme “A Connecticut Mutual Show” 
in five acts. Among the more delectable fea- 
tures of the day were a skirt dance by men, 
clam chowder, canoe races, vegetable. salad, 
highland fling, boiled spring chicken, swim- 
ming races, ballet, potato jugglers, Mother 
Machree, cold boiled lobster, vaudeville ex- 
travaganza, French fried potatoes, monkey 
dance, pie,. four-legged ballet, Hail, hail the 
gang’s all here, special quickstep, demi tasse 
and twenty-fifth century Paul Jones.  Par- 
ticipants are already looking forward to next 
year’s outing. 


Entertainment Planned at Boston 

The Boston Association of Life Under- 
writers has a committee busy at planning en- 
tertainments for the delegates at the big con- 
vention in the fall. For Tuesday evening, Sep- 
tember 21, a trip down the Boston harbor in 
a palatial steamboat has been arranged. Once 
away from the docks, Boston harbor with its 
ports and lighthouses, is very beautiful and 
especially so in the moonlight. It will afford 
a chance to get acquainted and singing and 
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dancing are probable. On Wednesday after- 
noon there will be a special matinee for the 
ladies at one of the leading theaters of the city, 
a large block of seats having already been re- 
served. On Thursday afternoon, according to 
present plaiis, the delegates will leave Boston 
in automobiles for a thirty-mile ride through 
the city, through Arlington, Lexington and 
Concord and back to the famous North Shore. 
Supper will be served at the Ocean House and 
the ride home continued in the moonlight along 
one of the most famous drives in the whole 
United States. There is some talk of a trip to 
Plymouth on Friday, if enough delegates re- 
main over. 


How to Sell Insurance 

My Dear Mr. Alexander: I ‘have read 
with much interest and profit your new book, 
“How to Sell Insurance.” It is a valuable ad- 
dition to life insurance literature, and of spe- 
cial value to the beginner in: this. profession. 
All ready for the next one!—Warwner S. 
Parks, Agency Manager Equitable Life. 

My Dear Mr. Alexander: I also desire to 
say that I think that your last book “‘How to 
Sell Insurance” contains more helpful instruc- 
tion, and that the information is set- forth in 
a more attractive way than in any other 
similar publication I have ever seen.—L. C. 
York, Superintendent of Agencies, Equitable 
Life. : 


American Life Convention 

The American Life Convention, which will 
hold its fifteenth annual meeting September 
22-24 at Kansas City, reports that the 126 com- 
panies comprising its membership did business 
in 1919 some $1,848,000,000 in excess of the 
record for 1918. 

The total volume of business done by these 
companies in five consecutive years is as fol- 


lows: 
DOLE oc icdastedccdntee ane $2,133,000,000 
QI 5 050s 0s s:astercaninces s) 2570 ODRiG00 
DQE Gs sis eae Noiseteee 3,651 ,000,000 
"Ee | Co ae nC OS x 4,195,000,000 
TONG vis.8 x00. She weal aie 6,043,721,834 


—H. H. Graham, cashier of the Jackson, Miss., 
branch office of the New York Life, is recovering from 
an operation for appendicitis. 
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LIFE COMPANIES FAVORED 
Non-resident Agents May Obtain Licenses 
in State of Kansas 


Only the agents of life insurance companies 
who are not residents of Kansas will be given 
licenses to do business in Kansas hereafter. 
Nearly a year ago Frank L. Travis, Insurance 
Commissioner, issued an order that no licenses 
would be granted to any non-resident agents 
for any company in Kansas. Fire insurance 
agents living outside the State are prohibited 
from doing’ business in this State by special 
enactment and this was held to apply to all 
other lines. 

Early this' year it was shown to the depart- 





CONFIDENCE 


Years of Faithful service and 
cooperation and_ honorable 
business dealings have gained 
for this Company the. un- 
questionable standing and 
confidence of its policyholders 
and agents. 














Attractive general agency con- 
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‘The demand for an outlet for excess on Life Insurance 
Policies has been’ met by 
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Full Coverage 
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ment that the rule was working a hardship 
upon many companies, and February 26 it was 
modified so that the general agents, officers 
and special agents and branch managers living 
outside of Kansas could obtain non-resident 
licenses in Kansas. The new ruling announced 
this week, declares that these non-resident 
licenses will not be issued to accident, health, 
casualty or surety. companies. hereafter, but 
will only be issued to officers, branch man- 
agers, general and special agents of life com- 
panies. ie 

The order makes an express provision that 
if any of the non-resident agents commit the 
irregular practices which brought the ruling 
of a year ago into effect, that the - new modi- 
fication will be entirely rescinded as to life 
companies also. ; 
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The Combined 


Life, Health 
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SALESMANSHIP. BEGINNINGS 


Chapter From: “How to Sell Insurance,” 
William Alexander’s New Book* 


But you may say; “I am so situated that I 
must begin my work unaided and alone. As 
I cannot work under an experienced agent I 
should like to know how a man who is left to 
his own devices can succeed.” 


Well, this book is intended especially for 
the instruction of agents thus situated. It is 


hoped that it will prove a valuable guide to 
all field workers, but it is designed primarily 
for those who themselves—must 
be the architects of their own fortunes. 
Assuming, then, that you have already taken 


must train 


_your preliminary canter over your educational 


course, and that you have at hand for ready 
reference the rules issued by your company, 
together with its price list—that is to say, a 
containing tables the premium 
rates charged for all kinds of policies—your 
first work must be to familiarize yourself with 
the goods you have to sell. 
a great variety of policies framed to suit the 
tastes and needs of all sorts of people. (It is 
not necessary to describe these policies here. 
You must familiarize yourself with the actual 
policy forms issued by the company you repre- 
sent. ) 

You must'in the long run utilize all these 
policies, but at the start I advise you to offer 
éne kind of insurance only. 

Now, the policy most frequently suggested 
for that purpose is the Limited Payment Life 
contract. But before examining that policy 
study | the Ordinary Life Policy, (sometimes 
called the: Whole Life policy), which may be 
called the basic insurance contract. 

Get a clear understanding of the Ordinary 
Life policy. Then note how the Limited Pay- 
ment Life forms differ from the Ordinary 
Life. Then offer one of the Limited Payment 
contracts. If that not attract the 
prospect, your familiarity with the Ordinary 
Life policy wi enable you to fall back on 
that. Later on you must master the Endow- 
ment policy in its different forms.- Then you 
will be familiar with the three kiinds of insur- 
ance which you will utilize almost exclusively. 

While it the 


book giving 


These consist of 


does 


seems to be consensus of 


* Published by 


The Spectator Company. 
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opinion among experienced solicitors that the 


Limited Payment Life contract is the best 
to begin with, you must, if you are working 
alone, exercise your own best judgment, and 
select the form that makes the strongest ap- 
peal to you. I know of one company that 
issues two contracts, both of which have been 
successfully by beginners. One ; 
policy which gives immediate protection, under 
which the insured is given five years within 
which to decide whether the contract shall be 
continued as an ordinary life policy, or as a 
limited payment life policy, or as an endow- 
ment. The other is a very simple contract, 
called an “income bond.” It is a species of 
deferred annuity, which prevides an income 
for the declining years of the investor. As no 
medical examination is necessary, and as the 
contract is as clear and simple as a Goverp- 
ment or railroad bond, it can be sold by any 
bond salesman even if he knows nothing what- 
ever about life insurance. 

I do not insist, therefore, that you pom 
select the policy here recommended. All ‘I 
suggest is that you pick out some one form 
and make that your specialty in the beginning. 

Carry in your pocket a policy on your own 
life on the form you determine to offer, or a 
“specimen” policy of that form. Call atten- 
tion to some paragraphs in it if necessary, but 
don’t make a practice of exhibiting it as a 
canvassing ‘document, If you do, your prospect 
will become confused over its details; and 
until you have long experience, you will find 
it difficult to concenrate his attention on its 
salient points, if you spread it out before him. 


used is a 
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Life 
Insurance 
Company . 


Frankfort, Indiana 


$1,413,961.00 on Deposit with the 
Indiana Insurance Department. 


$206,155.00 Surplus Protection to 
Policyholders. 


$16,000,000.00 Imsurance in force. 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 
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INDIANA, OHIO AND ILLINOIS. 


A few top notch contracts to Insurance 
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and ability. Address the Company. 
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‘Stick to Your Job! 


ASSUMING THAT YOU ARE IN THE INSURANCE BUSINESS to stay, it is fair, 
even desirable, to ask yourself the question; ‘‘What am I in business for?”’ 


TO PROPERLY ANSWER THIS QUESTION YOU MUST KNOW—teally know— 
your business. You must know its fundamentals, its ideals, its ultimate purpose, its 
objective. 


A BUSINESS WITHOUT AN ORGANIZATION IDEAL is like an army without an 
objective; there can be no definite plan, no fixed policy, no progress. 


AS A RESULT OF FACING THIS QUESTION AND ANSWERING IT—as a result 
of establishing clearly a definite objective toward which the insurance business should 
strive—many a fine salesman has, for the first time, been able to give positive and intelli- 


gent direction to his work. 

INSURANCE SUCCESS IS BUILT UP less on commissions than on constancy, good faith 
and loyalty. 

NO MAN CAN DEVELOP THESE QUALITIES to the highest degree without centering 
them in some good company—HIJS company. 


NO MAN CAN BE CONSTANT, LOYAL AND IN GOOD FAITH with his policyholders, 
his friends or himself unless he is also constant, loyal and in good faith with his company. 


THEREFORE, if you have been so fortunate as to have discovered a good company, stick to it. 

EXCESSIVE COMMISSIONS OR. SECRET FINANCIAL CONCESSIONS MAY 
DAZZLE for the moment, but they generally serve to hide something that in the end makes 
the “‘good thing”’ lose its charm. 


NO AGENT IS ENTITLED TO MORE than an absolutely square deal, and his own com- 
pany officials are more likely to give it to him than strangers. 


EVERY COMPANY WANTS GOOD MEN;; most of them deserve them, but no company, 
worthy of the serious consideration of a good man, can afford to lower its standards to 
secure them. 


TO THE GOOD MAN WHO HAS NOT DISCOVERED A GOOD COMPANY the 
Northern Assurance offers a welcome, but it seeks only such men as will 
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NorRTHERN ASSURANCE COMPANY 


Outstanding assurances, over, $27,000,000.00 
Assets, over, - - - - - $2,300,000.00 


The Company’s resources from income this year will considerably exceed $1,000,000.00. 


CLARENCE L. AYRES, President DETROIT, MICHIGAN 
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RECENT GROUP INSURANCE 
Connecticut’ General, Etna Life and 
Travelers Announce Large Policies 
The Pittsburgh agency of the Connecticut 
General Life Insurance Company has very re- 
cently placed group life insurance on the 


officers and employees of the William Zoller , 


Company, pork and beef packers of Pittsburgh, 
Pa., and the Standard Plate Glass Corfipany 
of Butler, Pa. 

The William ZoHer Company gave each of 
the employees on its payroll June 15, $1000 
policies. New employees wait one month until 
they are insured. 

The Standard Plate Glass Company insured 
all of its employees with them six months for 
$500, increasing $100 for each additional year’s 
service to a maximum of $1500. Length of 
service is reckoned from date of employment. 
This insurance became effective June 18. 

The latter named company is the third plate 





WE WANT A MAN 
Worth $5000 A Year 


Are you that Man? Old or 
Young, he must be active and 
alert, of good habits and of force- 
ful personality. He must know 
Salesmanship, so he can instruct 
others in the art. He must know 
how to meet all kinds of men. 


THE POSITION 


is that of resident representative 
of one of the Strongest financial 
institutions in the middle west 
with ten millions of assets and 
putting new business on the 
books at the rate of $36,000,000 
a year. We are making a big 
Sales Campaign and must have 
a strong man, or more than one. 


THE LUCKY MAN 


will not be permitted to hold this 
position unless he proves he can 
earn $5,000 a year in commis- 
sions. There is no limit to the 
income that may be earned. With 
the help of the home office he can 
build up a great business the first 
year. Whena man demonstrates 
his ability he will be promoted to 
a position earning more money. 


Write to us today with full 
details. 


THE BANKERS RESERVE LIFE CO. 
Business in Force $68,000,000 
OMAHA NEBRASKA 
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glass company in the Pittsburgh district to in- 
sure its employees in the Connecticut General 
Life Insurance Company of Hartford. The 
Pittsburgh Plate Glass Company gave its em- 
ployees group accident and health insurance 
last December and the Heidenkamp Plate 
Glass Company at Springdale, Pa., at the same 


time having protected its employees with 
group life insurance. 
The Statler operated hotels in Buffalo, 


Cleveland, Detroit, St. Louis and New York 
are covered by a Travelers group policy. 

A $3,000,000 group life policy on the em- 
ployees of the Southwest Cotton Company of 
Phoenix, Ariz., has just been closed by the 
Etna Life Insurance Company. This insur- 
ance benefits 2000 employees who belong to a 
relief association organized to provide accident 
and health indemnities. It is paid for by the 
company. For employees who have been in 
the company’s service for five years or less, 
life insurance under this policy starts at $1000 
and increases $500 for each five years of serv- 
ice. Every employee participates in this group 
policy as soon as he joins the relief association. 

Another large group life policy in the Aétna 
Life has been taken by the Crosby Company 
of Buffalo, N. Y., for the benefit of its 1150 
employees. The insurance amounts to $1,380,- 
ooo. The Crosby Company is a large manu- 
facturer of steel stampings used in the manu- 
facture of bicycles, sewing machines and other 
products. Under this policy insurance is pro- 
vided for all the company’s employees begin- 
ning with benefits of $300 for those in service 
three months, increasing to $500 at the end of 
the first year. For each additional year of 
service up to twenty-five years the insurance 


increases $100, the maximum after twenty-five 


years being $3000. 

The Thompson & Morris Company, a large 
manufacturer of corrugated paper specialties, 
with headquarters in Brooklyn and branches 
in Boston, Toronto and Montreal, has given 
its 689 employees the benefit of a $672,200 
group life policy which the 7tna Life has also 
written. The Michigan Paper Company of 
Plainville, Mich., has taken similar action for 
the benefit of its 175 employees and the Smith 
Paper Company of Lee, Mass., has also joined 
the ranks of paper manufacturers whose em- 
ployees are protected by A&tna group policies. 
Its 500 employees are insured for $375,000. 

Among the recent takers of AZtna group life 
policies are several banks and two newspapers. 
The Superior Savings & Trust Company of 


Cleveland has insured its fifty employees for 
$79,000 and the Central National Bank of the 
same city has taken a $77,900 policy on its 
fifty employees. The Fort Worth National 
Bank of Fort Worth, Texas, has given each of 
its ninety-five employees $1000 of group life 
insurance. Coming to the newspapers, the 
sixty-six employees of the LaCrosse Tribune 
Company of LaCrosse, Wis., are insured under 
a $33,000 group policy and the employees of 
the Telegram Publishing Company of Salt 
Lake City, Utah, numbering seventy-seven, are 
insured for $83,000. 





Provident Life and Accident Official 


John W. Blevins, considered one of the best 
posted life insurance men in the South, has 
been appointed assistant secretary of the 
Provident Life and Accident Insurance Com- 
pany of Chattanooga. 





A GENERAL AGENCY 
contract with a good life 
insurance company is a 
valuable franchise, more 
valuable now than ever 
before. 


THE FRANKLIN LIFE 
is a GOOD life insurance 
company and has a few 
of these valuable fran- 
chises to bestow upon 
worthy men. 
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ASSETS $3,566,304.16 $3 


CONTINENTAL LIFE INSURANCE COMPANY 
INSURANCE IN FORCE $32,000,000.00 


Our Policy Forms Contain the Following Provisions: 

Double Indemnity for accidental death, Total and permanent disability benefits, Par- 
tial disability benefits, Surgical operation benefits, Annual dividends, Optional methods of 
settlement, Premium loans, Cash loans, Extended insurance, Paid up insurance, Cash sur- 
render values, Insurance to cover policy Loans, Installments certain-Participating. Install- 
ments continuous-Participating. 

Very Attractive Agency Contracts to Reliable Men. 


John W. Cooper, President. 





Kansas City, Missouri. 

















-AFARM MORTGAGE 
| BEHIND —— 


EVERY POLICY 


HE ‘PEORIA LIFE 
al SERVICE to its 
: policyholders and to its 

agents.. Its sound . methods 
and good reputation are giv- 
ing it a steady, healthy growth 
all in the Middle West. ~ It in- 
sures men and women on 
equal terms. Policies are up 
to date in every respect, and 
contain liberal and attractive 
features which make them sell. 








It gives to Total Abstainers 
a lower rate on their insurance 
by placing their policies in 
the Total Abstinence Depart- 
ment in which the mortality 
record is kept separate. It is 
a live, up-to-date Company 
which is progressive. 


It is developing new terri- 
tory in the Central West and 
has good positions for good 
men. 


Peoria Life 
Insurance Co. 
PEORIA, ILLINOIS 


EMMET C. MAY 
President 


HENRY LOUCKS 
Superintendent of Agents 


GEORGE B. PATTISON 
Secretary and Actuary 
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INSURING YOUR INSURANCE 
A Leaflet Setting Forth the Advantages of Monthly 


Income Insurance—Proceeds of ‘Life Insurance 
to Be Disbursed in Periodical Payments 
Should Be Entrusted’ to'a Life Insur- 
ance Company in Preference to 
a Trust Company 


By WitirAm T. Nasu 


Testators are more and more frequently 
electing trust companies as executors and ad- 
ministrators of witls and estates. Along with 
this growing tendency there has developed 
some misunderstanding of: the functions of a 
trust company and the payment of life insur- 
ance benefits on the installment plan, _ 

In a brilliant leaflet, under the title “Insur- 
ing Your Insurance,” William T. Nash sets 
forth in considerable detail: the true purposes 
of income life insurance, pointing out that the 
will of the testator will more assuredly be 
carried out by contracts-of this kind than by 
leaving funds with a trust company to be in- 
vested. This leaflet further emphasizes the 
fact that the income yield from an income in- 
surance contract is not materially, if at all, 
less than that from investments of a trust com- 
pany. It is pointed out that the expenses of 
investment are chargeable to an estate handled 
by a trust company, whereas the income pro- 
vided by the life insurance company is a guar- 
anteed sum. 

Insurance agents will find “Insuring Your 
Insurance” a most valuable document for use 
in canvassing as well as self-instruction. 

Companies, managers ,and general. agents 
desiring copies should communicate with The 
Spectator Company, publishers. Prices are as 
follows: Single copy, 15 cents; 100 copies, 
$6; 500 copies, $20; 1000 copies, $35; 5000 
copies, $150; 10,000 copies, $250. 


Tennessee Company Makes Growth of Sixty 
Per Cent in Year 


Extremely gratifying growth is disclosed by 
the premium income figures for the first six 
months of 1920 now being compiled by the 
Provident Life and Accident Insurance Com- 
pany of Chattanooga, Tenn. Approximately a 
sixty per cent increase over the first half of 
iast year will be shown in the premium income 
of $800,000 for the first six months of this 
year as against $504,000 for the corresponding 
period of last year. 


Bankers Life Does Fifty Millions of Business 
in Six Months 


The Bankers Life Company of Des Moines 
passed the fifty million dollar mark in pro- 
duction for 1920 on Monday, June 14. The 
total production for the company for the first 
half of June was over five million dollars, 
which indicates a total of twelve millions for 
the month. The Bankers Life has produced 
at the rate of over ten millions a month for 
each month of the currerit year, beginning 
with the month of March. 
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The 


PERFECT 


63 2 


PROTECTION 
POLICY 


OF THE 


RELIANCE LIFE 


gives you something absolute- 
ly new and different to talk 
to:your prospects. Gives you 
a chance to earn more money 


than you are now making. 


Our Life Insurance Contracts 
contain the most up-to-date 
clauses known to the Insurance 
World. The Accident and 
Health gives full protection 
for at least a third less cost 
than regular casualty com- 
panies. Our agency contracts 
are as liberal as can be made. 


WRITE AND WE WILL TELL 
You More ABOouT OURSELVES 


Reliance Life 


Insurance Company 
of Pittsburgh 


Farmers Bank Building 


PITTSBURGH, PENNSYLVANIA 
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CENTRAL LIFE 


Insurance Company of Illinois, 
Ottawa, Illinois. 


A conservative, well managed, western 
company, with close to thirty-five mil- 
lions of business, Soundly financed: 
operates in Illinois, Iowa, Missouri, South 
Dakota, Minnesota, Nebraska and Mich- 
igan. Writes both participating and 
non-participating business; is a good 
dividend payer; has up-to-date policy 
forms, and has no apologies to make. 
“Look us up in the books” and write us 
for an agency proposition if interested. 


S. B. Bradford, 
Sec’y=Treasurer 


H. W. Johnson, 
President 


W. F. Weese, 
Vice-President and Agency Director 
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WHO WILL PAY THEM? 


Debts Which Your Death Will Create Cob 


Be Liquidated by Insurance 

Your death will create debts which must be 
paid. Federal and State inheritance taxes are 
obligations which must ‘be settled promptly 
under penalties imposed by law. ; 

While working to create an estate that will 
yield a desired income for those dependent 
upon you, do not fail to provide for the pay- 
ment of inheritance taxes. If you do not 
create a separate fund with which to pay them, 
a very considerable part of your estate will be 
used for that purpose, thereby diminishing 
the income which you desire your beneficiaries 
to receive. 

John Jacob Astor’s estate paid out the sum 
of $3,150,000 for inheritance taxes. Recently 
another estate liquidated one-third of its assets 
to pay “the Federal estate tax, the inheritance 
taxes in the State where the estate was ad- 
ministered, and inheritance or transfer taxes 
imposed by other States in which property of 
the estate was located.” Practically all estates, 
under present laws, are taxed proportionately 
large amounts. 

The most approved way of providing for the 
payment of these debts is by taking out addi- 
tional life insurance for inheritance tax pur- 
poses. Thereby you preclude all possible 
danger of having valuable securities sacrificed 
in order to procure cash ‘for taxes. 

Money from life insurance -policies taken 
out for this definite objective will be instantly 
available at your death. 





THE BIGGEST THING 


By a prompt payment 
of your inheritance 
taxes it will be possible 
not only to avoid 
penalties but indeed to 


yet 











IN SELLING 


Through all the rush of good busi- 
ness we have kept our original view 
point—and it should be your view 
point—on the biggest thing in selling 
Life Insurance. 





Scouting prospects is not the most vital asset. Neither 
is strategic approach, nor iron clad closing, nor filled= 
out applications. 


The biggest thing is that on which you cash in. IT 
IS THE POLICIES YOU DELIVER. 


The Lincoln National Life Insurance Company has a 
rejection rate of but 3.7% on all applications sent in by 
its agents. 


If you believe with Lincoln Life officers that delivered 
policies are most important, it will pay you to— 


LINK UP())wiru THE) LINCOLN) 


The Lincoln National Life Insurance Co. 


“Its Name Indicates tts Character” 
Lincoln Life Building Fort Wayne, Indiana 


Now More Than $133,000,000 In Force 




















secure deductions which 
will mean an actual 
earning for your estate. 
Any portion of this 
insurance fund not re- 
quired for tax  pay- 
ments will be promptly 
paid to your estate or 
as you may direct. 

Additional life in- 
surance; for a’ moder- 
ate annual payment, 
will provide all the 
cash needful to pay in- 
heritance “taxes, thus 
keeping the assets of 
your estate intact and 
the income therefrom 
undiminishe d. — 
Guardian Savings and 
Trust Company, Cleve- 
land, O. 


—Governor Russell. of «. 
Mississippi has issued a 
proclamation to .former 
service ‘men of the State 
urging them to keep their 
war-risk insurance: sas 
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BUSINESS — 
under our direct 
general agency. . 
contract.’ foe 

Our sillbies provide fai 
Double Indemnity. 
Disability Benefits . | 
Reducing Premiums 


See the. new low Rates. 


JOHN F. ROCHE, 


Vice-President 


_ The 
Manhattan Life 
- ‘Insurance Company 
66 Rania, New York 
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Somewhere I picked this: Edward Bellamy 
made $100,000 by “Looking Backward’—Lot’s 
wife only made her salt. Back of this clever 
play on words lies a plain truth very applicable 
to new life insurance agents. Commend me to 
the man who starts in this great business of 
ours with no strings tied to his old job—to the 
man who starts to se¢ the business through 
with neither time nor inclination to look back. 
A man who goes in just to see if he can do it, 
is a weakling. The one who gives the business 
but part of his time is a coward. The ideal 
agent is the one who studies the business from 
every angle, then starts, stays, works, wins. 
I didn’t say anything about his measure. He 
may be a five figure man or a six figure man, 
but he is a sticker and a self-winder and a self- 
emulator. To change the figure he is rooted 
like the oak and can scarcely be torn loose 
with a stump puller. He’s the boy! 

Overheard a salesman make a talk recently. 
He was selling a sales magazine. His talk 
was good until he came to the place where he 
referred to the money he was making. “Why, 
I am using $500 a month to lve on and putting 
$2000 each month into the bank besides. $2500 
per month isn’t so bad, you know,” he vouch- 
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safed to inform his hearers. Well, I thought, 
what’s the idea? Why make so many dis- 
closures? Why air one’s personal earnings 
and other affairs? After a little it occurred to 
me that this self-same chap had the swelled 
head and the swelling had given him pipe- 
dreams. O, maybe he wasn’t lying, but every- 
body who heard him thought he was and that 
killed his talk. Henry, keep your business and 
your income under your hat. If you blow 
about what you are making, you may not have 
a pound of steam left for regular business. 
Besides it’s durn poor taste—not to speak of 
the income tax agent who may be a silent 
listener, and yet gets your number. A squeal- 
ing pig can’t drink when he’s squealing. You 
are not insuring some chap while you are ex- 
patiating upon what you made last month. 
“Keep shet.” 

When you sent him to talk to a man he did 
pretty well. But he had to be sent. He had 
no initiative whatever. He would sit around 
waiting for someone to call up—yawning with 
ennui—at sea with his work without chart or 
compass—a total shipwreck unless he picked 
up a pilot. Such a man has no_ business 
selling life insurance. He should be clerking 
in a store, street cleaning or farming, where 
his hourly work could be mapped out for him. 
Get into the game—mix with the crowd—keep 
every sense alert for prospective applicants— 
don’t ask your manager to tell you where to 
go—hunt the game yourself. Anchored to a 
chair in your office breeds only one thing— 
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WANTED 


to get in touch with Life 
Insurance «Agents and 
General Agentsfor State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 
Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 











liver trouble—never prospects! You will not 
do business with people you don’t see or talk 
to. Are you listening? 

R. O. Ticixos. 


Larger Offices for ‘Etna in Brooklyn 
The Brooklyn branch office of the AZtna 
Life Insurance Company and its affiliated com- 
panies moved last week to enlarged and im- 
proved quarters at 176 Montague street. The 
new offices provide three times the old space. 
the entire ground floor being occupied by un- 

derwriting and other service departments. 
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FOR. 


1918 


Increase in Insurance 
in Force 


OF AMERICA 


50 Union Square, 





A GROWING COMPANY 


GROWING MEN 


New Business Paid For . $ 24,658,000 $ 37,200,000 


10,095,000 
Total Insurance in Force . 179,410,731 


THE GUARDIAN LIFE 
INSURANCE COMPANY 


ESTABLISHED 1860 


For a direct Agency connection address: 
T. LOUIS HANSEN 
Vice-President and Agency Manager 


New York, N. Y. 





tH LETTE 





1919 


20,913,000 
200,323,731 
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Insurance Co. 
INDIANAPOLIS, IND. 


HERBERT M. WOOLLEN 
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INHERITANCE TAXATION 


New Amendments and Late Developments 
as to Estate Taxes 
Bulletins issued lately by the Prentice-Hall 
Inheritance Tax Service contain interesting in- 
formation as to changes in the laws upon this 
general subject, together with citations, charts, 
summaries, etc. 


MASSACHUSETTS 

Under the latest revision of the inheritance 
tax law of Massachusetts, all property within 
the jurisdiction of the State, including stock 
in domestic corporations, and shares in Massa- 
chusetts trusts and interests therein is taxable, 
if the decedent is a resident, on the transfer of 
all his property, or if he is a non-resident, on 
the transfer of all his property within the 
jurisdiction of Massachusetts. Heirs are di- 
vided into four classes. A includes husband, 
wife, parent, child, grandparent, adopted child, 
or adoptive parent; B includes lineal ancestor, 
or descendant other than in class A, wife or 
widow of son, husband of daughter, lineal de- 
scendent or adopted child, or lineal ancestor of 
adoptive parent; C embraces brother, sister, 
stepchild, step-parent, half brother, half sister, 
nephew or niece; D includes all others, except 
those specifically exempt. As to class A the 
tax rates are: One per cent on the first $25,- 
000; two per cent on the next $25,0co; four per 
cent on the next $200,000; five per cent on the 
next $750,000; six per cent on the balance. In 
the other three classes the divisions of amounts 
to which the tax rates apply are: the first $10,- 
000; the next $15,0c0; the next $25,000; the 
next $200,000; the next $750,000, and the bal- 
ance, and the rates are respectively as follows: 
Class B, 1 per cent, 2 per cent, 4 per cent, 5 
per cent, 6 per cent and 7 per cent. Class C, 
3 per cent, 5 per cent, 7 per cent, 8 per cent, 9 
per cent, 10 per cent. Class D, 5 per cent, 6 per 
cent, 7 per cent, 8 per cent, 9 per cent, 10 per 
cent. 

Exemptions are as follows: Gifts for 
charitable, educational or religious institutions 
exempt from taxation or for charitable pur- 
poses within Massachusetts, or for the use of 
the State or any political division thereof for 
public purposes; to members of class A, ex- 
cept grandchildren, an exemption of $10,000, 
and to all others, an exemption of $1000. But 
no exemptions are allowed where the interests 
of the beneficiaries are in excess of these 
amounts. 

Among the recent interesting decisions bear- 
ing upon inheritance taxes in Massachusetts 
are those upon the following subjects: Shares 
or stock in Massachusetts corporations be- 
longing to a non-resident are subject to tax, as 
is also stock of a railroad corporation incorpo- 
rated in Massachusetts and New York, owned 
by a non-resident ; bonds and stocks of foreign 
corporations owned by a resident decedent are 
subject to tax. The statute applies to property 
tangible or intangible; the tax is levied upon 
the right of succession, whether the property 
passes by will or by deed to take effect upon 
the death of grantor. 

The inheritance tax is construed as being not 
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a tax upon property, but a tax upon the privi- 
lege of succession; money paid to a named 
beneficiary under an insurance policy is not sub- 
ject to tax; tax cannot be assessed upon in- 
come derived from estate after testator’s death ; 
tax is assessed upon value of property at time 
of testator’s death, and not at time of distribu- 
tion. 
New York 

Heirs in New York State are divided into 
classes A, B, C and D. Class A includes 
father, mother, husband, wife, child, adopted 
child, lineal descendant, the exemption being 
$5000, except that it is only $500 to lineal de- 
scendants, and if in excess of that amount there 
is no exemption; class B includes brother, 
sister, wife or widow of son, husband of daugh- 
ter, mutually acknowledged child, with exemp- 
tion of $500, but no exemption if in excess of 
that sum; class C embraces all others, except 
class D, the exemption being the same as in 
class B; class D includes gifts for charitable, 
religious, educational, cemetery and historical 
purposes, and are entirely exempt. The rates 
of taxation are as follows: Class A, first $25,- 
ooo Over exemption, one per cent; $25,0co to 
$100,000, two per cent; $100,000 to $200,000, 
three per cent; over $200,000, four per cent. 
Class B, first $25,000 over exemption, two per 
cent ; $25,000 to $100,coo, three per cent; $100,- 
coo to $200,000, four per cent; over $200,000, 
five per cent. Class C, first $25,000 over ex- 
emption, five per cent; $25,000 to $100,000, six 
per cent; $100,000 to $200,000, seven per cent; 
over $200,000, eight per cent. 


Summer Insurance Course 
The University of Michigan, Ann Arbor, is 
conducting a series of summer courses of an 
actuarial, statistical and financial nature, which 
are designed to meet the needs of those endeav- 
oring to pass examinations of actuarial societies 
and of students in universities who are unable 
to elect actuarial courses during the regular 
academic year. Among the subjects offered 
are: Mathematical Theory of Statistics; In- 
troduction to the Mathematical Theory of In- 
terest: Introduction to the Mathematical 
Theory of Interest and Insurance; Actuarial 
Exercises and Problems; Finite Differences, 
and Theory of Probability. There are no for- 
mal requirements for admission to the summer 
session, the courses being open to all persons 
who can pursue them to advantage, and the 

fee for the eight weeks is but $26.50. 


Timely Brochure by Harvey Thomas 

“The Signers of the Declaration of Inde- 
pendence” is the title of a booklet by Harvey 
publications of the 


Thomas, supervisor of 
Prudential Insurance Company of Newark, N. 
J. It is appropriately issued just prior to In- 
dependence Day, and contains a photographed 
copy of the Declaration of Independence, and 
biographical sketches and portraits of the 
signers of that memorable document. 


—The Provident Life and Trust at Philadelphia 


announces its general agents’ meeting for September 
27, 28 and 29 immediately following the Boston con- 
vention so that their agents can attend both sessions. 
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J. L. Babler’s Political Work 


Jacob L. Babler, vice-president of the Inter- 
national Life of St. Louis, represents Missouri 
as a member of the National Republican Com- 
mittee, and, as such, he was naturally inter- 
ested in promoting the interests of his favorite 
candidate prior to the national convention. His 
friends are sorry to learn that his activities in 
this direction in favor of Governor Lowden 
have evoked criticism from some other political 
workers. Contributions on behalf of the can- 
didacy of Governor Lowden were apparently 
quite large, and Mr. Babler appears to have 
had the handling of funds for the influencing 
of public opinion in the customary political 
way. Through these fortuitous circumstances, 
Mr. Babler with some other 
Republican workers, who have demanded his 
resignation from the national committee, and 
now Mr. Harding, the choice of the convention 
as presidential nominee, declines to come to 
Of course, it may be 
actively in 


“got in wrong” 


Mr. Babler’s support. 
that anyone participating 
national politics must expect criticism, so that 
Mr. Babler’s lot in this respect is not unusual; 
it is too frequently only a question as to what 
form the criticism will take. Massey Wilson, 
president of the International Life, sent the 
following dispatch to THE SpeEcTATOR: 


said 


Br. Babler permitted Governor Lowden to 
partially reimburse him for money spent in the 
latter’s presidential campaign. He did not per- 
sonally benefit from the transaction. The con- 
troversy growing out of his acts is partisan and 
political. I am a Democrat and not interested 
in Republican party affairs. The officers and 
directors of this company have the utmost con- 
fidence in Mr. Babler’s integrity, and this mat- 
ter does not affect the company or Mr. Babler’s 
connection with it. 


Agency Change in Pittsburgh 

The Union Central Life Insurance Company 
of Cincinnati, Ohio, has announced the ap- 
pointment of W. B. Lyne and Robert A. Lyne 
as general agents of the Pittsburgh agency, 
associated with their father, W. C. Lyne, who 
resident for many years. 
The new firm will be known as Lyne & Sons 
instead of Lyne & Adams, which has been dis- 
solved by the purchase of the Adams interest. 

Both of these junior members are favor- 
ably known in Pittsburgh business circles and 
have for years been large writers of insurance. 

W. B. Lyne is an alumnus of Princeton and 
for many years was in the sales department of 
the Westinghouse E. & M. Company. During 
the war he was commissioned captain and 
when hostilities ended was divisional gas 
officer of the ninety-second, which held the 
advanced line on the Alsace-Lorraine front. 


manager 


Theodore E. Lane Dead 
Theodore E. Lane, formerly general agent of 
the Connecticut Mutual Life of Hartford for 
the New York district, died last week at his 

home, 25 Franklin street, Flushing. 
Mr. Lane, who was in his sixty-eighth year, 
had been ill for some time and the death of his 
son Theodore, Jr., a few weeks ago had a 


depressing effect. 





Casualty, Surety, Etc. 


CASUALTY, SURETY & 
MISCELLANEOUS 


Novel Point in Compensation 

A unique situation arising out of the State 
workmen’s compensation law confronts the 
authorities of the University of Utah. For 
years past students attached to the school of 
mines have been allowed by the mine owners 
of the State to gain practical experience by 
working in their mines. Now, however, the 
university is told by the mining people that 
unless it insures the students under the work- 
men’s compensation act they will not be per- 
mitted to enter the mines again. 

The university authorities asked the At- 
torney general’s department for advice in the 
matter. “Can we list these students out of 
the regular semi-annual report to the State 
insurance fund, and is it proper for the State 
‘to pay money to cover the student’s insurance? 
they inquired. They also wanted to know if 
the mine owners had a right to demand that 
the students be insured. 

The Assistant Attorney General said in his 
opinion, “There is no authorization in law for 
the University of Utah to insure its students 
in mining and no method by which the uni- 
versity can compel the mines to receive 
students without insurance, as they are not 
employees of the mines.” 

The only way out of the difficulty seems to 
be that the students will have to pay the heavy 
insurance premiums necessary for such work 
themselves, if they wish to continue the course. 











J. W. Bishop New President 

J. W. Bishop, formerly manager of the home 
office district of the Volunteer State Life, has 
been elected to the presidency of the Inter- 
state Life and Accident. He succeeds A. D. 
Huffaker, who resigned to open a general 
agency office. 

Mr. Bishop has been a vice-president and 
director of the Interstate for some time and is 
also a former vice-president of the National 
Association of Life Underwriters. He has 
been a very successful personal producer. 


Half a Million Accidents Every Three Years 

According to Director of Safety Fred Lang 
of the Ohio State Industrial Commission more 
than a half million accidents are reported in 
Ohio every three years. “If every Ohio em- 
ployer would carry out the suggestions of the 
Industrial Commission,” says Mr. Lang, “this 
figure could be cut in half.” 


Commercial Safety 

The American-Credit Indemnity Company 
of New York has issued a book containing a 
chapter upon the subject of “Commercial 
Safety,” by President E. W. Treat, a question- 
naire which was sent out to a large number of 
merchants and manufacturers, a summary of 
the results of same and copies of many of the 
letters received from business houses. In brief, 
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the composite view of these houses may be 
summarized as follows: 

Merchants should carry small stocks and en- 
deavor to secure quick turnovers; they should 
buy often and for immediate requirements 
only ; sales should be made to responsible mer- 
chants only, and not too far in advance, should 
be for a reasonable profit, and care should be 
taken not to overload customers. Preference is 
stated for cash or short credits; accounts 
should be watched carefully and prompt pay- 
ment according to terms of sale insisted upon, 
and merchants should borrow only when abso- 
lutely necessary and as little as possible, en- 
deavoring to reduce borrowing and to operate 
on their own capital to the greatest possible ex- 
tent. 


Work of Federation of State of New York 
Reviewed 

Stanley L. Otis, secretary Insurance Feder- 
ation of the State of New York, publishes in 
the current issue of the federation’s bulletin a 
four-page summary of the activities of that 
body since the annual report of October, 1919. 
It is announced that the federation— 
intends to continue and intensify its support 
of the Americanization movement, and the 
legislature having adjourned, plans are being 
mace for a spring and summer campaign to 
streugthen the organization, increase the mem- 
bership and make the individual insurance 
man realize the value of the work of the 
federation and the necessity of his affiliation 
with it. The federation also proposes to con- 
tinue its educational campaign and make the 
need of insurance institutions and their func- 
tions better known to the. great body of our 
citizens upon whose opinion in the final 
analysis the future of the insurance business 
in the United States depends. We want the 
loyal support of all of our members in this 
work. 


Sixteen Million Dollar Project a Success 

The gigantic proportions attained by Presi- 
dent Bulkeley’s partial payment plan during 
the heat of passed, but well remembered Lib- 
erty Loan drives, are well evidenced in the 
large number of bond deliveries the Liberty 
Loan department of the A2tna Life Insurance 
Company has been making during the past 
few months. These bond deliveries amount to 
over $10,c00,000, representing bonds subscribed 
for through the A£étna Life partial payment 
plan. This ten million represents paid for 
bonds to date on all loans out of a total sub- 
scription through this plan amounting to over 
$16,000,000 on all loans. 


Fred J. Cox in New Orleans 

The New Orleans Insurance Exchange and 
the Louisiana Association of Insurance Agents 
joined last week in tendering a luncheon in 
honor of President Fred J. Cox of the Na- 
tional Association of Insurance Agents. The 
function was presided over by President J. B. 
Russell of the local Exchange, there being 
present also the former president of that or- 
ganization, M. J. Hartson and President W. J. 
O’Pry of the State association. 
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New Precedent in Casualty Case 

In the case of Leopold H. Katz against the 
Great Eastern Casualty Company of New 
York, the plaintiff demanded double indemnity 
because of his having been sent to a sani- 
tarium by his physician. While the policy con- 
tained an agrement to pay double indemnity 
in case the accident or sickness should necessi- 
tate removal to a hospital or sanitarium, the 
company contended that in this case the in- 
sured had been sent there to recuperate and 
the same result could have been accomplished 
in his own home. The jury, however, de- 
cided in favor of Katz, that while the latter 
may not have been sent under absolute neces- 
sity, it was reasonably necessary and that a 
sanitarium is not similiar to a hospital where 
people usually had to be sent to receive treat- 
ment for injury and disease and that the word 
sanitarium in the policy of the Great Eastern 
must have been used with these facts in mind. 


Provident of Tennessee Has Contest 

Six handsome gold watches have just been 
distributed by the Provident Life and Acci- 
dent Insurance Company of Chattanooga to 
winners in its thirty-third anniversary contest, 
which was open to all agents, except those of 
the life department. The contest covered a 
period of ninety days and was instrumental in 
producing a splendid volume of business. 
Similar contests, it is announced, with equally 
worthwhile prizes, will be put on from time to 
time. 
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DETROIT BONDING & MORTGAGE 
GUARANTEE CoO. 


Another Large Organization Added to De- 


troit’s List of Big Business Concerns 


The latest development at Detroit is the 
organization of a new fidelity, surety and 
mortgage guarantee company, headed by 
Archibald F. Bunting of Detroit, formerly at- 
torney and active official of the Michigan 
Bonding & Surety Company, under whose 
administration that company is stated to have 
earned on an average of better than forty per 
cent annually on the original capital for eleven 
consecutive years, writing only one line of the 
bonding business and confining its operations 
to Michigan. The new company will enter 
all branches of the surety and fidelity business, 
including the mortgage guarantee, and oper- 
ate throughout the United States. 

The finances of the company will be in 
charge of Walter J. Hayes, who is treasurer 
and is also president of the American State 
Bank of Detroit. The vice-presidents are 
Louis W. Schimmel, Detroit, vice-president of 
the American State Bank, and John Q. Ross, 
Muskegon, president Union National Bank, 
president West Michigan Steel Co., vice- 
president Home Finance Corporation, secre- 
tary and treasurer the Linderman Company, 
EF. E. Englehart, president of the Englehart 
Audit Company, Detroit, is secretary. Mr. 
Englehart was chosen for this office on ac- 
count of his profession and the long number 
of years that he was identified with the insur- 
ance department of the State of Michigan as 
its chief examiner. 

The board of directors also includes such 
able, professional and business men as Seward 
L. Merriam, Detroit, of the law firm of 
Merriam, Yerkes & Simons, general counsel 
for the Pere Marquette railroad; John A. 
Russell, Detroit, president of the Manufac- 
turers Publishing Company, president Michi- 
gan Financial Record and director in the 
American Utilities Company; Hal H. Smith, 
Detroit, of the law firm of Beaumont, Smith & 
Harris, general counsel for Michigan Bankers 
Association, Michigan Manufacturers Associa- 
tion and Michigan Mutual Liability Company ; 
Wm. C. Cook, Detroit, president Detroit Pa- 
per Stock Company; Paul H. King, Detroit, 
referee in bankruptcy, director Commonwealth 
Savings Bank; Frank H. Watson, Detroit, ex- 
United States District Attorney; A. E. Wood, 
Detroit, president the A. E. Wood Company, 
president Central Finance Corporation and 
State Senator, and Burt D. Cady, Port Huron, 
chairman State central committee and one of 
Port Huron’s most successful business men. 

The company’s initial capital is $1,000,000 
with $1,000,coo surplus, which is being sub- 
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scribed for very rapidly by the friends of the 
officers and directors. This capital will be in- 
creased to $10,000,000 as soon as proper ar- 
rangements can be’ made. 

The mortgage guarantee feature, while new 
in Detroit, has been operated in the larger 
Eastern cities very successfully and profitably, 
and will fill a long felt want in Detroit, mak- 
ing all gilt edged first real estate mortgages 
easily marketable among the large Eastern 


financial institutions, which heretofore has 
been impossible, thereby making a_ large 


amount of additional capital available. 

The stock is all common, and all original 
stockholders will be on an equal basis, each 
one having paid the same price for his stock 
as the other, there being no “water” in the 
company or any promotion stock whatsoever. 
The company can never issue any preferred 
stock nor any liens or debentures ahead of the 
common stockholders. The company is dis- 
tributing its own stock in order that it can 
select its stockholders, and, at the same time, 
give its customers an opportunity to share in 
the profits that they helped to produce, also 
keeping the expense down to the lowest possi- 
ble cost. 

The company has secured the services of 
Walter W. Tait of Detroit as its organization 
director, to have full charge of this work. 
Mr. Tait is reported to have had a wide and 
successful experience in this line of business, 
and is well and favorably known throughout 
the Middle West. 

The company was approved by the Michigan 
Securities Commission at its last meeting to 
sell its stock in Michigan and will have its 
temporary offices at 802 Real Estate Exchange 
building, Detroit, Mich. 


Third Party Insurance 


Under the title “Third Party Insurance,” The 
Insurance Field has published a book by. 
Martin P. Cornelius, bearing upon the liability 
imposed by law upon an individual, firm or 
corporation. by reason of injuries to person or 
property sustained by a third person. The in- 
surance against this liability is the general sub- 
ject of the book named. It is divided into ten 
chapters, of which the titles are as follows: 
Coverages which have been devised to meet 
various insurance needs; characteristics com- 
mon to all forms of insurance; the various 
third party coverages; standard provisions of 
third party policies; employers’ liability and 
workmen’s compensation; public liability; un- 
derwriting; rates and rating bureaus; inspec- 
tions and audits; claims, suits and reserves. 

The book is well printed, substantially bound, 
and contains 297 pages of varied and useful 
information as to different phases of the gen- 
era] subject of third party insurance. 
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Business Integrity 


isimportant when the life of your 
organization depends upon the 
prompt settlement of all reinsur- 
ance claims, 

Our Company offers attractive 
reinsurance in connecticn with 
Compensation, Public and Gen- 
eral Liability, Accident, Health, 
Automobile or Burglary Risks 
vacked by an excellent reputation 
for Integrity in its business deal- 
ings. 
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REINSURANCE CO, 
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Kennedy R. Owen Makes a Change 


The official staff of the Indemnity Company 
of North America has been added to by the 
appointment of Kennedy R. Owen as third 
vice-president and head of the surety depart- 
ment. Mr. Owen has been superintendent of 
the fidelity and surety department of the 
Globe Indemnity since I91I and previous to 
that was executive superintendent of the 
surety department of the New York office of 
the Fidelity and Deposit Company of Mary- 
land. 

Mr. Owen is exceptionally well-fitted for his 
new position and holds the confidence of 
surety underwriters throughout the country. 


Ohio Employer and State Industrial Com- 
mission at Odds 


An order revoking the right of the National 
Coal Company of Cambridge, Ohio, to carry 
its own liability insurance for its employees, 
was issued last week by the Ohio State In- 
dustrial Commission. The coal company is 
expected to contest this action and mandamus 
proceedings will be immediately instituted in 
the Sypreme Court. It was alleged that the 
coal company was slow in paying claims of in- 
jured employees, that it did not furnish the 
proper medical and hospital attention to its 
men, and that otherwise it failed to live up to 
the requirements of the Commission in caring 
for its injured. 

In the order revoking the right to carry its 
own insurance, the coal company was notified 
to send at once to the State Treasurer its 
check for $22,350 or the amount due for six 
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Have two 





An Agency Manager for Casua!ty 
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months’ premium on State insurance. On com- 
plaint of employees that they were not being 
properly cared for by the company when in- 
jured, the Commission fixed a date to hear the 
complaint. The coal company did not appear 
at the hearing, nor was it represented by 
counsel, and the Commission then voted to 
revoke the company’s exemption from carry- 
ing State insurance. The Commission, unless 
prevented by court action, may within ten 
days ask for a receiver for the company under 
the recently amended workmen’s compensation 
act. This action is contemplated by the Com- 
mission. 


Litigation on Accident Policy 

The A&tna Life Insurance Company has ap- 
pealed to the Supreme Court of Arkansas in 
the case of Mrs. Ada Little, who sought to 
collect accident insurance on the death of her 
husband, the late Judge Paul Little of Fort 
Smith, Ark. Judge Little was shot and killed 
last January by the court stenographer, who, 
it is said, mistook him for a burglar. A life 
insurance policy for $5000 was paid by the 
company, but the latter contended that the 
accident insurance policy carried by Judge 
Little was not payable under the circumstances. 
The jury found for the plaintiff in the Circuit 
Court. The amount involved, including policy, 
premium and costs, is approximately $10,000. 
is now 


—The Massachusetts Accident of Boston 


issuing a non-cancellable disability policy. 
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Our automatic covers are 
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volume. 
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ON THE PERSONAL SIDE 





Allen H. Rodes, president and general man- 
ager of the Two-Republics Life Insurance 
Company of El Paso, Texas, visited New 
York last week, after attending the convention 
of Rotarians at Atlantic City, N. J. His com- 
pany is taking on new business at a most satis- 
factory rate. 

Clarence L. Ayres, president of the North- 
ern Assurance Company of Detroit, Harold 
P. Trosper, a great personal producer of busi- 
ness for that company, and Dr. Pratt of Calu- 
met, Mich., are shortly going on a fishing, hunt- 
ing and canoeing trip to Hudson Bay. Mr. 
Trosper is a hunter of big game in the wilds, 
as well as a writer of big policies in more 
populated sections. 

Sidney R. Kennedy, secretary of the Fidelity 
Phoenix Fire Insurance Company, has just 
returned from his South American trip in the 
interest of the American Foreign Insurance 
Association. He left on February 14 and has 
visited Bolivia, Peru and Ecuador. 


W. B. Buckner, who has been appointed 
special agent for the recently established Texas 
farm department of the Fireman’s Fund, effec- 
tive July 1, will make his headquarters in 
Dallas. He was formerly with the Republic 
Insurance Company of Texas, and has had 
seven years’ experience in the farm business as 
a special agent and for some years ran his own 
local agency at Bowie, Texas. 


Richard W. Simons has been appointed by 
the Home Insurance Company of New York 
State agent for Northern New Jersey. 


John K. Walker, on resigning as assistant 
manager of the Western department of the 
Insurance Company of North America, was 
presented with a hand-worked green gold ring. 
The engraving and setting was done by his 
associates in the company, so that it has a spe- 
cial sentimental value. Mr. Walker is about to 
enter the firm of Moore, Case, Lyman & Hub- 
bard of Chicago. 

William B. Clark, president of the /®tna 
Insurance Company of Hartford, celebrated his 
seventy-ninth birthday on Tuesday of this week. 
For sixty-three years he has been connected 
with fire insurance, over a half century of that 
time in an official capacity. He became con- 
nected with the A<tna as assistant secretary on 
November 30, 1867, and exactly twenty-five 
years later was elected to the position which 
he now holds. President Clark is still hale and 
hearty and carrying on his work as usual. 


Edward W. Hillweg, assistant secretary of 
the Northwestern National Life of Minne- 
apolis, edited a bright and breezy little paper 
entitled “Pep and Piffle,’ which was issued 
daily during the company’s convention in 
celebration of its having crossed the $100,000,- 
000 mark in insurance in force. The cuts and 
caricatures and the witty and informative ar- 
ticles contributed much toward making the 
meeting an interesting one. 

J. Floyd Irish, secretary and managing un- 
derwriter of the Peninsular Fire Insurance 
Company of Grand Rapids, Mich., was noted 
in New York last week. Although the Penin- 
sular Fire has been in business less than six 
months, its premium income has now exceeded 
$100,000, against which it has incurred but $900 
of losses. The company is licensed in several 


States, and is entering others. 


Arthur Worley, general manager of the 
North British and Mercantile, and Cecil F. 
Shallcross, United States manager of the same 
company, have completed their trip through the 
South and West, and returned to New York 
early this week. Mr. Worley will sail for Eng- 
land on Saturday. 


Charles Jerome Edwards last night addréssed 
the closing session of the local Y. M. C. A.’s 
life insurance class on the subject of “The 
Human Side of Life Insurance.” <A large at- 
tendance was present, for Mr. Edwards is well 
known as an authority on agents’ problems. 


Walter S. Lent of Philadelphia has asso- 
ciated himself with the W. J. Snyder Agency 
of that city. Mr. Lent was for some time con- 
nected with the Philadelphia Underwriters 
Association, and recently as associated with 
Hartford Fire. 

George Kuhns, president of the Bankers 
Life of Des Moines, has been on a fishing ex- 
pedition recently in middle Tennessee. He re- 
lates that he heard how the natives of the dis- 
trict traffic in “grey mule,” the name being ap- 
propriate because the liquor has the color of 
gray moonshine and a powerful, well de- 
veloped energy of quick and decisive action 
such as resides only in the left hind hoof of a 
full grown mule. The method of securing this 
powerful fluid is simple. One goes out into 
the woods, walks to a stump and deposits 
thereon a dollar of the legitimate and lawful 
currency of our great republic. The dollar 
is carelessly left behind and the walk through 
Anon, the traveller re- 


the woods continued. 
turns and is greatly 
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How Would You Like To Own A 
First Lien On A Well Improved Farm 
In The Growing Southwest? 


Where the sun shines nearly every day in the year—where the equitable climatic 
conditions assure good health and broad vision—where a diversity of crops is being raised 
in abundance and where the cattle industry and stock raising thrives on every farm? 

Can there be any question about the safety of your investment? 

For over 35 years, the President of our Company has been loaning his funds on just 
such security, and today, his Company controls the clo’cest farm loans in Oklahoma, 
Arkansas, Texas, Louisiana, New Mexico, Wyoming and Colorado. 

The F. B. Collins Investment Company maintains 15 branch offices in this territory, 
and today offers you the maximum safety coupled with a generous interest return. 


The Southwest has made crop records which astonish the world and is on the eve of its 
greatest agricultural development today. The farmers of the Southwest are happy, con- 
tented and prosperous, and if you hold their obligation, vou can depend upon your interest 
or principal reaching you on or before the date due. 


If you have funds seeking profitable employment, let us tell you all about our loan 
field, our financial responsibility and our business methods. 

Our farm loans are eagerly sought by the large life insurance companies, bank and 
discriminating private investors, who place safety above everything else. 

The present general unrest and extravagance presage a financial storm of the first 
magnitude. Farm Mortgages are the only security not affected by wars or panics. They 
always remain worth par. 

We offer them from $500 upward to net investors from 6 to 614%. 

When the rainy day comes, a first lien on a slice of Mother Earth producing the world’s 
greatest necessities, will insure you sound sleep while the holder of speculative securities 
will pace the floor. 


Write us for full particulars today. 


THE F. B. COLLINS INVESTMENT COMPANY 
FARM MORTGAGE BANKERS 
727 Monadnock Block Chicago, III. 
Home Office, Oklahoma, City, Oklahoma 
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Agency Wants 


Actuarial 











LIBERTY NATIONAL 


FIRE INSURANCE CO. 


of New Orleans, La. 


Authorized Capital and Surplus 
$2,000,000 


. Soon to Enter the Insurance Field 

















Prominent Agents and Brokers 





LEON IRWIN & CO., Inc, New Orleans, La. 

REPRESENTING 
National Union 
National-Hartford 
Philadelphia Underwriters 
Stuyvesant 





New Amsterdam 
Casualty Co. 
lademnity Company 
of America 
Automobile Insurance 


American Eagle 

Automobile-Hartford 
American Equitable 
British-Amer.Assurance 
Fidelity-Phenix 
Insurance Underwriters BROKERS LINES SOLICITED 











NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLEMANNIA 
FIRE OF PA. CAPITAL FIRE OF N. H. 
GEORGIA HOME OF GA. UNITED 
AMERICAN OF PA. 


P.B DUTTON, MGR., ROCHESTER 

















—————— 


FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. 8S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F.A.S. 
CONSULTING ACTUARIES 
865 Nassau Street New York 





MILES M. DAWSON & SON. 
CONSULTING ACTUARIES 


NATIONAL ASSOCIATION BLDG,, SUITE No. 1005, 
26 W. 44th ST., NEW YORK 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, ACTUARY 
AND ACCOUNTANT 





‘DENVER, COL 


MAJESTIC BLDG., 
J H. NITCHIE 
ACTUAKY 


19 SOUTH LA SALLE STREET 
1523 Association Building 








Tel phone, State 4992 CHICAGO 
DONALD F. CAMPBELL 

CONSULTING ACTUARY 

76 WEST MONROE STREET CHICAGO 


Telephone, Randolph 918 














SOBRINOS DE EZQUIAGA 


ESTABLISHED 1821 
General Insurance Agents 


Box 351 SAN JUAN PORTO RICO 








FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 8I8 HUME-MANSUR BLDG., 
KRAFT BUILDING, 


INDIANAPOLIS, IND. 
DES MOINES, IOWA 





JULIAN C. HARVEY 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, M(). 











J, L. MITCHELL 


Is prepared to successfully negotiate and finance the reinsurance or Cone 
solidation of either Legal Reserve, Mutual Assessment or Fraternal Life 
Companies, Associations or Orders. 


Temporary money advanced on strictly private arrangements. 
All communications held personal and confidential. ; 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, Ill. 





F. JANSSENS 


. Agent d’Assurances 
et de 
Reassurances 
Anvers Bruxelles 


28 rue St. Michel 


2 Courte rue des Claires 





F, M. SPEAKMAN, C. P..A. 
CONSULTING ACTUARY 


Burus & Spmarman 


Certified Public Accountants THE BOURSE, PHILADELPHIA 





JNO. A. COPELAND 
CONSULTING ACTUARY 


124-126 HURT BLDG. ATLANTA, GA: 
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Actuarial 


Actuarial 








T. C. RAFFERTY 


CONSULTING ACTUARY 
Sulte 714 Weightman Building 
Philadelphia, Pa 





Complete Rate Books Formulated 





A, SIGTENHORST 


CONSULTING ACTUARY 





NATIONAL CITY BANK BUILDING WACO, TEXAS 





FREDERIC S. WITHINGTON, F.A.I.A. 


CONSULTING ACTUARY 
402-404 Kraft Bullding Des Moines, lowa 


Telephone Walnut 3761 


ABB LANDIS, Actuary 


To January ist, 1920, Mr. Landis has been 
employed by 204 of the oldest and largest 
Fraternal Societies in the United States and 
Canada, to compute rates of contribution, to 
make valuations, to report on readjustments, 
to prepare forms of certificates, to write consti- 
tutions and to give technical advice. Long 
experience in fraternal work and technical 
Knowledge of insurance and law give a su- 
perior value to his services. He has dealt with 
every phase of the business to the satisfaction 
of clients. 


NASHVILLE, 


TENNESSEE 


————EE———E——E—————e 





Insurance Lawyers 








=—z —= 





IRELAND 


GEORGE McILDOWIE & SONS Attorneys-at-Law Belfast, Ireland 
Refer to Equitable Life, Mutual Life, New York Life, Me litan, Etna Life, John Hancock 
Mutual, Illinois Life, Boston Mutual and American Consul at ‘a3t. Cables: Mclldowie, Belfas 








Insurance Examiners and Adjusters 











W, H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 





256 BROADWAY NEW YORK 
W R. HALLIDAY 
CONSULTING 
ACTUARY 
INSURANCE EXCHANGE CHICAGO 





JAMES H. WASHBURN, F. A. 1. A. 


CONSULTING ACTUARY 
ROOM [303 165 BROADWAY, NEW YORK CITY 


Expert Advice on Domestic, Tropical and Semi-Tropical 
Business 


Cable Address: Gertract, New York 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 Broadway New York 





ext J. McCOMB 


CONSULTING ACTUARY 


Colcord Building 


OKLAHOMA CITY, OKLA. 


BININGER & SIBLEY 


140 LIBERTY STREET = = NEW YORK CITY 


Adjusters For Casualty Companies 


Appraisements (Auto Damage) 
Appraisements (Aero Damage) 
Adjustments (Aero Claims) 
Auto Subrogation Claims 

WE HANDLE 


Anything and Everything in Insurance Claims. 


Claim Investigations 
Claim Adjustments 
Claim Photography 
Surveys 











CLAIM SUPERVISION 


The busy claim executive likes to feel that 
the cases he refers to a field representative 
will be promptly and efficiently handled with- 
out further supervision. 


Liabili Territ 
| on ; R. L. NASE Virginia 
— Adjuster for Casualty Companies ane in 
Health 1109-10 Mutual Bldg,, Richmond, Va. Carolina 


Claims 














HOW TO ORGANIZEJAND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


A considerable number of insurance men throughout the country are now 
officially interested in local mutual building and loan associations, and find 
that such associations help their insurance business, as well as contributing 
directly to their income. 

A Virginian who is well posted as to the operations of such associations 
has gotten out a little book under the above title, in which the system is 
thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques- 
tions frequently asked about such organizations, and their answers. 

This book is substantially bound in cloth, with gold title. 

PRICE $2.00 PER COPY 

Orders and remittances should be sent to 

THE SPECTATOR COMPANY 


Chicago Office 135 William Street 
Insurance Exchange New York 
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INDISPENSABLE TO EVERY LIFE AGENT 


Two Companion Pocket Publications 
Unequaled as Canvassing Documents 


THE STANDARD WORK ON PREMIUM RATES AND POLICIES 


The Handy Guide 


Premium Rates, Applications and Policies 
TWENTY=NINTH ANNUAL EDITION, 1920 


The only work giving complete premium rates and policy 
forms of 170 companies. 

The Handy Guide presents the facts concerning premium 
rates, surrender values, policies and applications of the active 
life insurance companies of the country. 

The book being alphabetically arranged, is self-indexing, and 
all of the matter relating to any one company is grouped to- 
gether. The volume also contains annuity rates, reserves upon 
various mortality tables and rates of interest, etc. 

Its value to every progressive agent is incalculable. 

In the many years of its publication The Handy Guide has 
maintained the highest reputation for reliability and complete- 
ness. 


Price, in flexible binding, $3.75 
Price, with thumb index, $4.00 


Vest Pocket 
Life Agents’ Brief 


1920 EDITION 


The most convenient work on premium rates, dividends, net 
cost, cash values and policy provisions. 

Premium rates for 125 companies shown at a glance. All 
companies listed under each age. 

Dividends and Average Yearly Cost for 5 and 10 Year 
Periods. A new and valuable series of tables, showing divi- 
dends paid year by year for a period of ten years and the aver- 
age yearly cost for both five and ten year periods. The schedule 
covers Ordinary Life, Twenty-Payment Life and Twenty-Year 
Endowment policies issued at ages 25, 35, 45 and 55. The 
arrangement of the tables admits of an instant comparison of 
dividends to policyholders and net cost, making it invaluable 
to the agent when comparing the figures of two or more com- 
panies. 
me This edition of the Life Agents’ Brief also presents, for the 
first time, in compact form, the amount of annual dividends per 
$1,000 of insurance paid in the year 1920 on the three leading 
forms of policy contracts, viz.: ordinary life, twenty-payment 
life, and twenty-year endowments, issued during a period of 
five years. The dividends are given for ages at entry of 25, 
30, 35, 40, 45, 50,55 and 60. By a concise from of arrangement 
the figures are shown in immediate contrast with the premium 
charged, so that the determination of the net cost is easily 
arrived at. 

Policy provisions clearly indicated for all companies under 
appropriate headings, including, military and naval service 
clauses. 

Net cost shown for ten years of actual experience. No 
estimates or guesswork. 

Cash values presented in most comprehensive form, 

The best and cheapest work for agents. 


Price, in flexible binding, $2.00. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE PTT ; 135 WILLIAM STREET 
INSURANCE EXCHANGE PUBLISHERS NEW YORK 











GENERAL OFFICES: 


2nd Floor Coal Exchange Wilkes-Barre, Pa. 
Live men want a live Company. 
Our Salesmen make money. 
Good contract for the right man. 


JOHN F. TUBBS, 


President 


H. B. WILSON, 
Secretary 


Write Us Today. 
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CAUSES OF DISABILITY 


As Applied Under Accident and 
Health Insurance Policies 


By C. H. HARBAUGH, M.D. 


Ex-President, American Association of Medical Examiners 


A Standard Unabridged Illustrated Work for the 
UNDERWRITING AND CLAIM DEPARTMENTS 
of Life and Casualty Insurance Companies 


CAUSES OF DISABILITY gives the synonyms, valuable 
information, signs and symptoms, the differential diagnosis, the 
period of house confinement and the probable duration of total 
and partial disability resulting from all accidents and diseases. 
It also describes the effect from diseases and accidents and 
when death occurs from poisonous substances the post- 
mortem appearances are given. This book is consulted daily 
by the underwriting and claim departments of all leading 
casualty companies. : 

CAUSES OF DISABILITY when properly and intelli- 
gently used will prevent the acceptance of undesirable risks 
and the payment of fraudulent claims. This book consists of 
seven hundred pages profusely illustrated with half-tones and 
plates in colors. It is of great value to any company desirous 
of scientifically conducting a growing accident and health 
insurance business. 

CAUSES OF DISABILITY is used and endorsed by every 
leading casualty company in the United States and Canada. 


PRICE, PER COPY, $6.00 (Ten Copies for $50.00) 
Address all orders to the Sole Selling Agents fur the Insurance World 


THE SPECTATOR COMPANY 
135 William Street NEW YORK 
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A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and make 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 


Robbing Yourself (Issued in May, 1917). 
Showing the Advantages of Saving vs Wasting. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Notice (Issued in May, 1917). 
Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 


of both life and accident insurance companies. 
Per 1,000, $20; per 500, $12; per 100, $3. 


Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 


Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $10; per 500, $7; per 100, $2. 


Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 


It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 


What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 


A Legacy For You. 
Unique life insurance leaflet just published. 
Limited payment endowment and income in- 
surance presented in a novel way. Fine busi- 
ness getter. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 


On orders of 1,000 copies or more, the inscription 
of company or general agent will be printed without 
extra charge. On orders of less than 1,000 $3. 
extra for inscription. Sample copies of any or all 
these leaflets will be sent on receipt of ten cents each. 


Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 
QNSURANCE EXCHANGE 


135 WiLtiAM STREET 
NEW YORK 








AGENTS PUSH 


“AUTOMOBILE 
CASUALTY INSURANCE” 


WE ALSO WRITE 


WISE 


Fidelity and Surety Bonds 
Plate Glass and Burglary Insurance 





J. C. O.MORSE 
President 


WICHITA, KANSAS 


‘‘Conservative but Aggressive’’ 














The Fidelity and Casualty Company 
of New York 


92 LIBERTY STREET, NEW YORK, N. Y. 


Metropolitan Offices: 90 and 92 WILLIAM STREET 


Annual Statement, December 31, 1919 


IS Bis ocdc eden vsendecudeedeacewadeusanseueess $39,874,289.33 
CER A os cddsvessnsesecensesexenwekessenens 46,807,696.37 
CAMBS Mis isc cks cs evannsata detedigagenesidenadensae 1,000,000.00 
SURPLUS OVER ALL LIABILITIES.............. 2,066,592.94 
LOSSES PAID TO DECEMBER 33, 1939.......... 71,393,272.71 


CASUALTY INSURANCEFAND SURETY BONDS 


Fidelity, Surety, and Miscellaneous Bonds, Accident, Health, 
Burglary, Robbery, Plate Glass, Boiler Engine, and Fly- 
Wheel Insurance, Workmen’s Compensation, Automobile 
Liability, and All Other Liability Lines. 








37,005 PEOPLE 


wrote to us last year and asked for an illustration of 
our “Income for Life’ at their age. This valuable 
lead service explains why our 1919 business showed 
a gain of 81 per cent. 


The Fidelity operates in 40 states. Full level net 
premium reserve basis. Insurance in force over 
$173,000,000. Faithfully serving insurers since 1878. 


A FEW AGENCY OPENINGS FOR THE RIGHT MEN 


THE FIDELITY MUTUAL 


LIFE INSURANCE COMPANY 
PHILADELPHIA 


WALTER LE MAR TALBOT, President 
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WE WANT AGENTS 
to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
e ‘contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 
Heme RE ci Seine eauatiee Moines, Iowa 











Dayton Mutual Fire Insurance Co. 


Dayton, Ohio 
B. C. COLEMAN, Secretary 
Assets $102,806.64 


Conservative and Careful Management 


AGENTS WANTED 


Address Home Office. 




















MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


THE COMPANY. Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 


and conspicuous success. 


THE TERRITORY. MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE; President | DANIEL BOONE, Jr.; Secretary | 


GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 
The Conservative Texas Company 











1867 THE 1920 
EQUITABLE LIFE INSURANCE COMPANY 
OF IOWA 


,028, 209.86 


New Business Paid for 1919................. $57 
29 996,822.32 


New Business Paid for 1918................. 


$ 
$29 
Gain.. jo ine ae 
Insurance i in Force December 31, 1919. $2( 
Gain in One Year.. Sie thee $ 





For Information Address 


Home Office, Des Moines. 

















JAS. H. JAMISON, Pres. 
FAVORABLE POLICIES SERVICE TO AGENTS 


A progressive company with progress- 
ive methods. We offer an opportunity 
to a reliable man who can secure 100 
applications during 12 months. 








ATTRACTIVE POLICY CONTRACTS 


JEFFERSON STANDARD LIFE INSURANCE CO. 


HOME OFFICE, GREENSBORO, NORTH CAROLINA 


Insurance in Force Over $118,000,000.00 


Large Strong 


Progressive 
FINE TERRITORY 











W. E. SMALL, President 





When Insured in Georgia Casualty Company 


—_—e Are Sure O, _ —_——_ Everyone Is 


Surplus and Reserves to Policyholders Over Two Million Dollars 


HOME OFFICE: MACON, GEORGIA 


E. P. AMERINE, Secretary 
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GREAT REPUBLIC LIFE INSURANCE COMPANY 


Los Angeles, California 


CAPITAL, $500,000 FULLY PAID 


GREAT OPPORTUNITY 
FOR LIVE MEN 


H. S. Bridgewater, 731 Railway Exchange Bldg., Kansas 
City, Mo., Mgr. Missouri and Kansas. 


J. R. Railey, 807-8 Southwestern Life Bldg., Dallas, Texas, 
Mgr. Texas and Oklahoma. 


W. H. Savage, Vice-President and Agency Director. 


The Best Evidence of Efficient Service 


During 1919 the representatives of the Massachusetts Mutual delivered 
policies aggregating $131,103,768—an increase of more than 100% over the 
amount delivered in 1918. Of this over 35% was upon the lives of persons 
already insured in the Company. Less than 1% of the total premium- 
paying insurance in force was surrendered and only slightly more than 1% 
was allowed to lapse. There could be no better evidence that the faithful 
and efficient service of the Massachusetts Mutual is appreciated by its 
policyholders, who are its staunchest friends and most enthusiastic adver- 
tisers. 

Joseph C. Behan, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts, 
Incorporated 1851 











IN KANSAS 


F. P. Netzger, Sec. 


AMERICAN HOME LIFE INSURANCE CO., 


TOPEKA, KANSAS. 


F. S. Jackson, Pres. 


District Managers and good producers wanted. 





Address—F. P. METZGER, Agency Director. 





‘‘Keep Southern Money at Home’”’ 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie’ and We 
Will Grow Together. 


E. C. HINDS, President 


Otton States 


LIFE INSURANCE CO-menrtis. 














GROW TH!— 


Premium Income | Premium Income 
Ist Half 1919 Q Ist Half 1920 
$500,000 | $800,000 


INCREASE 60% 


Provident Agents Share This Prosperity 


THE PROVIDENT 
LIFE AND ACCIDENT INSURANCE CO. 
of CHATTANOOGA TENNESSEE 








AGENCY MANAGER WANTED 


A Middle Western life insurance company is <e- 
sirous of obtaining the services of an Agency Manager 
who is capable of organizing and producing an agency 
force and who is acquainted with conditions in Ohio, 
Indiana and Illinois. 

An attractive contract will be given the right man. 

Address Middle West, 

Care of THE SPECTATOR, 
Post Office Box 1117 City Hall Station, New York 


$6,000.00 — $12,000.00 with $50.00 per Week 
Costs $56.00 a Year 


Pays you as long as totally disabled whether 
from sickness or accident. 


Membership 100,000 Claims Paid $2,500,000.0° 

















Unusual Agency Opportunities at present in 
Minnesota, Indiana and lowa. 





Our Leading Salesman in 1919 made $12,000.00. 


Business Men’s Assurance Company 


W. T. GRANT, Vice=Pres. KANSAS CITY, MO. 








1857——The Oldest Life Iasurance Company in the West——1920 


St. Louis Mutual Life 


Insurance Company 
ST. LOUIS, MO. 


Its splendid record makes its Liberal and Up-to-date Life and 
Endowment Policies easy to sell. 


Live Agents Wanted in Unoccupied Territory 
Address inquiries to the Home Office, St. Louis, Mo. 


Che Independent Order of Muritans 


Home Office—Suite 818 Westinghouse Building, Pittsburgh, Pa. 
—ISSUES— 

















a ae guaranteeing a fixed monthly income to 
Annuities Certificates your family in event of death or to your- 
self in case of disability or old age. 
Life Certificates 10 year term, Whole Life and Endowment Plan. 
. . . : 2 guaranteeing protec- 
Combination Sick, Accident Annuity fin ‘against loss of 
- era time from_ sickness 
and Funeral Benefit Certificates or Accident and a 
Funeral Benefit Paid 
on death from any cause. 
PAID TO MEMBERS, JULY 1, 1917, $852,234.97 
ANNUAL RESOURCES $500,000.00 
An up-to-date progressive association possessing the strong features of 
adequate rates (American Experience Table of Mortality, 4 per cent) and 
Economical Management. 
INSURANCE IN FORCE $15,000,000.00 © MONTHLY INCOME ANNUITIES 





Industrial Life and Health 


Insurance Company 
Home Office: 502-511 Austell Bldg., Atlanta, Ga. 


Insures men, women, and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per week. 


JOHN N. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 
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INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


JANUARY, I, 1919 


Reserve for Unearned Premiums..................e00:: $996,557.81 

CEST DEAT i es a a A ee ek eer 242,981.13 

kirken 66eNaeadkwknbekebasawt oe ee $250,000.00 

PMID ci Scion sian ciouios wisest ole @lowiw tee 956,350,28 

Surplus to Policyholders ...............cccecceee: 1,206,350.28 
Total Assets.............. $2,445,889.22 


WM. H. PALMER, President 


W. H. McCARTHY, Secretary 





Select work, with big returns to high class representatives. 
write to 


1621 H Street, N. W. 


A FEDERAL INSTITUTION 


Life Association 


OF THE DISTRICT OF COLUMBIA 
Chartered by Special Act of Congress March 3, 1869 





Surrender Values, and Special 


he Old Line. 
Tho security of the os Advantages not found elsewhere, 


The economy of the Fraternal. 
For terms and territory 


WM. MONTGOMERY, President and General Manager 
Washington, D. C, 
Reauired by the laws of the United States to maintain the legal reserve on every policy. 











National Liberty 
FJusurance Company of Amertea 


INCORPORATED UNDER THE LAWS OF THE STATE OF NEW YORK IN 1859 


Statement, January |, 1920. 
Gash Capital. a iiccsc cere reise s°44 wie iers«/4s av el OOO 00 R00 
PARSER cosine cslciisieisteicic «cir oak siete acose (ouetslGnsic) oasis « ee ORO 
Liabilities including Capital................... 7,638,598 .39 
INGE UNIONS ooo pse and oto w alec os acismure .....-. 3,109,647 .98 
Surplus to Policy Holders..................... 4,109,647 .98 
HEAD OFFICE: 
709-717 Sixth Avenue, Cor. 4Ist Street, New York. 











GENERAL ACCIDENT AND LIABILITY INS. CO., Limited 
All Classes of Casualty Insurance 


Immense Resources 


Agents who are Expert are invited to communicate with us 





United States Head Office 431 Insurance Exchange, Chicago 














C. A. CRAIG, President N. H. WHITE, 3rd Vice-President 
W. R. WILLS, Vice-President E. B. CRAIG, 4th Vice-President 
T. J. TYNE, 2nd Vice-President C. R. CLEMENTS Secretary and Treasure 


The National Life and Accident Ins. Co. 


OF NASHVILLE, TENN. 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 


$150,000.00 Deposited with Treasurer of Tennessee! 


FOR FOLDER 
SHOWING ELABORATE DISPLAY 














GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 


Two good personal producers may combine 
to get contract. 


If you cannot produce personally do not 
apply. 


‘Address West Virginia, care of THe SpxCTATOR, 
P. O. Box 1117, New York City, N. Y. 














RITISH AMERICA ASSURANCE CO. 


TORONTO, CANADA 


INCORPORATED 1833 


FIRE, AUTOMOBILE, EXPLOSION, RIOTS, CIVIL COM- 


MOTIONS AND STRIKES 


UNITED STATES BRANCH 
January 1, 1920 


BNE vee elo en: Sens ees tess sb SE ewes fo deta de ae $2,297 ,350.46 
PIRI cos ec dencneesddas s'ecccedaaeees 1,517,850.59 





Net Surplus. .....0.0.0.0. 0020 cece eee eee 


$779,499 . 87 
W. B. MEIKLE, President and General Manager. 
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American National Insurance Company 


of Galveston, Texas 
W. L. MOODY, JR., President 


Fifteenth Annual Statement, December 31, 1919 


ASSETS 


Real Estate Owned..... BEE IR Oe TOGO On IGE HEE 
Mortgage Loans, First Liens................... Peaecmeen nace 
Loans Made to Policy Holders on Company’s Policies.......... 


OR EEE Sy ere ny ey er ee tone rep ee 


$884,324.41 
3,091,830.79 
651,057.17 
1,589,468.02 


Collateral Loans... - . <.2<s sens ccieicinis visio aise ocivieie vile ee ewiss esas 32,600.00 
Wo pratt TI GO A OROOINIE ocaiig 6 (0 ss 10016-a0c ele: b (ero ©! alorsi aie Siavsseoeral o.ficwe alee 46,679.22 
ink Kan grad de eo wy SS wD RIS Rew end ean oa 690,373.70 
Rese RCSe APS NG AACOTMEU s 5o:5 « slscs.0 woes e\oibysiase 0: 6)6:bi9ls) ee eaieecienere 157,631.02 
Net Deferred and Uncollected Premiums..................... 168,995.02 
as E NT i PMMIRES ooo onc Ry 5-005: ope olen oroorele & Auaue Ne ieee blaaiere er ena 2,827.02 





LIABILITIES ct aia 


Net Reserve American Experience 3 and 3) per cent.......... 


$5,743,808.08 
Special and Contingent Reserves... <... 60 se set bees scenes. 226,521.59 
Death Losses in Process of Adjustment...................... 52,029.75 
AGN UE PAG BUEGACS s. 5.6/5.5 tise) 25 “a 4 ale si 9:ei0lere 4-4) Sern wunre abate cian et 100,120.13 
arene OR 21a = wears wees eine o co Sinie wig eee sl Omer $250,000.00 
PN Gm AAEIA GNA RNNRAD cova sara 0-46: 05, 51a. o'n078be Sileyai sexe ina a ster ere 185,842.40 
Ee Orn ae rT ru Cae C Ore 757,464.42 


1,193,306.82 


Surplus Security to Policy Holders... < sccccesesncsveceenc ce 


$7,315,786.37 





Life Insurance in Force, $101,632,847.00 
Paid Policy Holders, $7,175,570.00 


**Anchor to the Anico’”’ 


For Further Particulars Write to: 


Cc. S. Hutchings, Actuary and Agency Mgr., Ordinary D ts 
W. J. Shaw, Secretary and Mgr., Industria! nae 
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Why not take an Agency with 
| a medium sized conservative 
| American Company? 







| Capital Stock - $750,000.00 
| Reserves - - 4,500,000.00 
| Total Assets - 5,500,000.00 





| Insurance in Force 45,000,000.00 
} 


Inter-Southern Life 
‘Insurance Company 


JAMES R. DUFFIN, President 
LOUISVILLE, KENTUCKY 











A Wider Field—An Iacreased Opportunity 


Our Agents can sell policies on the annual premium plar, up 
to $3,000, to young men and young women as young as age 2— 
Protective insurance and Educationa! and Business Start En- 
dowment insurance. This extension of the age limit for Ordi- 
nary insurance down to age 2 helps our Agents considerably, 
and we have other advantages that help still more. We pro- 
vide banking facilities for our Agents in the rural districts. 
We issue Participating and Non-Participating policies. As 
regards adults, we write contracts with Double Inder. nity pro- 
visions covering any kind of fatal accident, or with Double 
Indemnity provisions covering fatal travel accident only, as 
may be desired. We issue policies with Waiver of Premium 
and Disability Annuity or Instalment Payment features. We 
insure males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL. 











TWO BOOKS BY WILLIAM ALEXANDER 


What the Author says about these Books 


1. WHAT LIFE INSURANCE IS AND WHAT IT DOES 


“The agent who wants to serve the public and who-wishes 
to be a convincing and successful salesman must know of 
his own knowledge that life insurance rests on a scientific 
foundation as steadfast as the everlasting hills. Conse- 
quently every insurance salesman should read a primer such 
as this which deals with fundamental principles.” 


2. HOW TO SELL INSURANCE—(Just Published) 


“This is a practical guide to the insurance salesman. It 
is no more important than the other book, but it will prove 
more entertaining and profitable, as the effort has been to 
embody in it all the hints about canvassing that the agent 
will need in his work in the field.” 





WHAT LIFE INSURANCE IS AND WHAT IT DOES 
Price per copy bound in cloth, $1.50 





HOW TO SELL INSURANCE 
Price per copy bound in cloth, $2.00 





Liberal discounts are allowed on both of these books sold 
in quantities. 


PUBLISHED BY 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 





SAFETY for 
THE WIDOW’S MONEY 


Through The 


* MONTHLY 
‘ INCOME 
PLAN 





A brilliant presentation of 
the Monthly Income Policy 
is just off the press and is 
ready to supply to those 
-desiring a powerful aid to ~ 
the sale of this’ great busi- 
ness-building policy, now 
just coming into its own. 


Printed attractively as an 
8-page leaflet, vest-pocket 
size. 











A Sample Will Convince You 
Send For It. 





The Insurance Field Company 


INCORPORATED 


P. O. Box 617 Louisville. Ky: 

















INTERNATIONAL LIFE & 
TRUST COMPANY 


GENERAL OFFICES, MOLINE, ILL. 
An “Old Line” Legal Reserve Company, Issuing all the 
Standard Forms of Policies. Exceptional Opportu- 
nities for Live Men. 


A. JOHNSON 
Sec. & Med. Dir, 


J. O. LAUGMAN 
President 











WE BELIEVE THAT TO AN AGENT WHO DE- 
LIVERS THE GOODS, A MOST LIBERAL COM- 
MISSION IS A CLEAR CUT APPRECIATION. 


WE TAKE PRIDE IN PROMPT AND EFFI- 
CIENT SERVICE TO POLICY HOLDER AND 
AGENT. 


GULF COAST LIFE INSURANCE COMPANY 


Gulfport, Mississippi 
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ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST, LARGEST, STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from 
$1,000.00 to $50,000.00. 


And Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 31, 1919: 












Assets....... SA NTS AUNTIE, hate! Nr ree $20,700,133.74 

RR aa scien hee Kena ae ee 18,650,203.62 

Capital and Surplus... .........+... 2,049,930.12 

Insurance in Force. .........0+cee.s. 176,501,808.00 

Payments to Policylolders. . ss a ee 1,851,338.97 
1 Payments to Policyholders 

—— Seneetienion. - “ Teas 23 840,173.80 


JOHN G. WALKER, President 














Attention, Insurance Men!" |’: 








A progressive insurance company recently licensed in 
Virginia, and having over 600 prominent stockholders 
throughout the State, has some excellent openings for 
ambitious insurance men who are anxious to secure 
General Agents’ or District Agency contracts. Good 
leads furnished and every assistance given to develop 
territory and build up a permanent business. Liberal 
contracts to good men. Our policy is a quick 
seller. 


All anseers treated with confidence. 


Address L-438, care of THE SPECTATOR, 
P. 0. Box 1117, New York City, N.Y. 














“As strong as a lion,—and 
as clean asa hound’s tooth’’ 


THE LION BONDING AND 
SURETY COMPANY 


OMAHA 


With capital and surplus of nearly seven hundred 
thousand dollars, and with assets that are absolutely 
sound, the management of the Lion have confidence 
in the growth of the- institution. Write us for an 
Agency Connection. 


E. R. GURNEY, President 








You can increase your life insurance sales 
and land that stubborn prospect 

With the CONTINENTAL’S new and original combination 

of LIFE and INCOME INSURANCE, offered to the American 


people for the first time on an INCONTESTABLE and NON- 
CANCELLABLE basis. 


Address—Combination Service Department 










CONTINENTAL 
ASSURANCE COMPANY CASUALTY COMPANY 
Sells Life Insurance Sells Casualty Insurance 






H. G. B. Alexander, President 
General Offices, 910 Michigan Avenue, Chicago, Illinois. 


United States 
Fidelity & Guaranty 


Company 
BALTIMORE, MD. 


Home Office Bldg., Calvert, German and Mercer St 


























































JOHN R. BLAND, President 
















CAPITAL, PAID IN CASH... .$4,500,000.00 


WPUTAS SS. <.0:6:0 40101010 9.010)0'¢ 614105 5 0'0\eloraie'e wee 0is)s ie at $4,389,585.36 
SOrrrrrrrerrrrrrrr rrr reer ere ee 17,606,979.38 $21,996,564.74 


TOTAL CAPITAL, SURPLUS AND RESERVES ws ccc ee ceccees $26,496,564.74 








Fire Casualty Life 
RE-INSURANCES 


WILLIAM C. SCHEIDE & CO. 


(INCORPORATED) 


HARTFORD, CONN. 































THE SIGN OF GOOD CASUALTY INSURANCE 





LIABILITY BURGLARY 
ACCIDENT CREDIT j 
HEALTH BOILER . 
AUTOMOBILE LANDLORDS 
TEAMS ELEVATOR ‘ 
COMPENSATION GENERAL LIABILITY 
Established * 1869 

LONDON GUARANTEE hI ACCIDENT CO., Ltd, °Encctano® 

Head Office: CHICAGO, ILL. F. W. LAWSON, Gereral Manager 





F. J. WALTERS, Resident Manager, 55 Joke Street, New York. 
STOKES, PACKARD, HAUGHTON & SMITH 

Resident Managers 434 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO.. Resident Managers 145 Milk Street, Boston, Mass. 



















American Indemnity Company 


Home Office, - Galveston, Texas 
Cash Capital $600,000 ~ Assets, Over $2,000,000 





ke. This company was examined by the New York Insurance 
Department as of June 30th, 1919. 

The examiners in part stated: 

“RESERVE FOR LOSSES. The company’s estimates 
covering the classes of insurance it writes were found to be very 
conservative and ample provision has been made to meet this 
liability.” 


























Responsible Agents Wanted Where not Represented. 
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A COMPANY WITH A RECORD 


for 
Men Who Can Make A Record 
All forms of Health and Accident Insurance 


Low-premium Commercial Policy paying for life for total dis- 
ability from Accidents. 


Good territory open in nearly all of twenty-two States. 


INTER-OCEAN CASUALTY COMPANY 


CINCINNATI, OHIO 


J. W. Scherr, President. W. G. Alpaugh, Secretary. 

















THE OLD LINE 


_ CEDAR RAPIDS 
LIFE INSURANCE Co. 


FOR GOOD MEN 


GBRoobdbins, Pres. ' GB. Svoboda, Secy 





The Fraternal Protective Association 


12-20 Pemberton Square 
BOSTON, MASS. 


Sickness and Accident Insurance for Odd Fellows Only 


ORGANIZED 
oO 


Orrin ee i und 
Life 
Sitevel chile! 
@hiitelater 


PURE LIFE 
INSURANCE 
PROTECTION 


ATTRACTIVE _ 
CONTRACTS fo 


MEN OF ABILITY 


Service Non-Technical Contracts 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTD. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 
33 Broad Street, Boston 


Dwight & Hilles, Resident Mgrs. for N. Y. State, 56 Maiden Lane, N.Y. 


Financial Stability 














THE HANOVER FIRE INSURANCE COMPANY 


Incorporated 1852 
The real strength of an insurance company is in the conservatism of its man- 
agement, and the management of THE HANOVER is an absolute assurance of the 
security of its policy. 
R. Emory Warfield, President Fred. A. Hubbard, Vice-President 
E. S. Jarvis, Secretary’ William Morrison, Asst. Secy. 
Home Office, Hanover Bldg., 34 Pine St., New York 








INCOME INSURANCE 
SPECIALISTS 
Opportunities for Salesmen in 47 States 


Address H. A. LUTHER, 2d Vice=Pres. 


NORTH AMERICAN ACCIDENT INSURANCE CO. 
209 S. LaSalle St., Chicago, III. 




















THE KANSAS LIFE 
INSURANCE COMPANY 


TOPEKA 
JOHN H. EDWARDS, President 











$100,000,000 
INTERNATIONAL LIFE 


INTERNATIONAL LIFE PUTS 
MORE THAN THREE YEARS’ 
GROWTH INTO ONE YEAR 
BY INCREASING INSUR- 
ANCE IN FORCE ABOUT 
3344% DURING 1919 


_ Closing the calendar year of 1919 with 

insurance in force $101,967,853.00 

($100,437,000 on paid for basis) as com- 

pared with about $77,000,000 of insurance 

in force December 31, 1918, the Interna- 

tional Life has disclosed by its tenth 

annual statement that it has become a 

one hundred million dollar company in 

- about ten years by increasing its outstand- 
ing insurance by about thirty-three and 

Home Office one-third per cent. in one year. 


COMPARATIVE STATEMENT OF GAINS 
Dec. 31,1919 Dec. 31, 1918 Gain 


Total Insur- 
ance in Force$101,967,853.00 $77,042,499.00 $24,925,354.00 32 per cent 


Total Admitted 
13,261,727.40 11,593,728.40  1,667,999.00 14 per cent 
Total Premium 
Income.... 3,414,125.21  2,655,494.37 758,630.84 28 per cent 
Reserve for 
Policyholders 11,801,265.46 10,233,325.43  1,567,940.03 15 per cent 
Surplus to Pol- 
icyholders.. 776,875.10 652,605.99 124,273.11 19 per cent 
Progressive management coupled with an attractive group of policy con- 
tracts gives to prospective policyholders and to agents a great opportunity 
to grow up with and enjoy the benefits of a ““Company of Today With 
Methods of Tomorrow.” 


INTERNATIONAL LIFE OF ST. LOUIS 


[INTERNATIONAL] 
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INSURANCE IN FORCE - OVER $45,.000,000.00 
YOU ARE WORKING FOR COMMISSIONS SELL POLICIES PROVIDING REAL PROTECTION 


Our policies pay Double for Accidental Death 
For Total Disability—a yearly income 

No premiums payable during total disability 
No deductions at death for disability payments. 


For territory in Florida—address, W. E. HAND, General Agent, Lakeland, Fla. 


For territory in other states, address 


Reserve Loan Life Insurance Company 


Indianapolis, 
Indiana 
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